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STOP ORGANIZATION OF 
AMERICAN RE-INS. CO. 


Connecticut’s New Tax Law _ Too 
Heavy a Burden for Proposed 
$5,000,000 Corporation 


OTHER COMPANIES FOLLOW SUIT 


Rossia Had Two Companies Planned; 
Travelers Two; W. C. Scheide 
Two; Scottish One 


The action of the late General As- 
sembly of Connecticut and the dispo- 
sition of its members toward the busi- 
ness of insurance is bearing fruit. 
Although the incorporators named in 
the act for the formation of the Amer- 
ican Re-insurance Company are pre- 
pared to complete the organization of 
that company with a capital and sur- 
plus of $5,000,000, and would proceed 
to do so at once under favorable con- 
ditions, it was decided at a meeting 
held in Hartford a few days ago that, 
because of the action and disposition 
of the General Assembly, it would be 
unwise to proceed further with the 


organization of the Company. 


The Incorporators 

Among the incorporators present at 
the meeting were: Morgan G. Bulkeley, 
Sylvester C. Dunham, Richard M. Bis- 
sell, Morgan B. Brainard, Lyman B. 
Brainerd, William BroSmith, Louis F. 
Butler, Charles E. Chase, Edward 
Milligan, Charles L. F. Robinson, 
Charles L. Spencer, John L. Way. 

Early in the session of the Connecti- 
cut legislature a number of bills were 
introduced with reference to new in- 
surance companies. Because of condi- 
tions following in the wake of the 
European war there seemed to be a 
new market for American re-insurance 
companies, and several of the new 
Connecticut companies seeking char- 
ters were for the transaction of re-in- 
surance business. One of these new 
companies was the American Re-Insur- 
ance. While at first it was thought 
throughout the country that this was 
to be a Travelers corporation, because of 
the activity in the organization of 
William BroSmith, counsel for the 
Travelers, it soon developed that the 
Hartford Fire, Aetna Life, Hartford 
Steam Boiler, Phoenix of Hartford and 
Others were also behind the new com- 
Dany. 

Other Co’s Organizations Held Up 
It is also announced that the Life 
and Casualty Company of Hartford 
and the Atlantic Fire and Marine of 
Hartford have decided not to complete 
their organization. It is likewise re- 
ported that the Scottish Union and 
National Indemnity, with a capitaliza- 
tion of not less than $750,000; the 
Travelers Fire, with a capitalization 
of not less than $250,000; Rossia In- 
surance Company of America with a 

(Continued on page 16.) 
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INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


An agent who delivers the best indemnity in the 
market, at the same price as other kinds not so 
sure in event of calamity, is in a position to 
attract, retain, and increase the business of his 


ofice. THINK IT OVER. 
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and Mercantile 
—_—a «6. imeerance Co. 


Established 1809 





Policyholders protected by nearly $9,000,000 United 
States assets, with further guarantee in every policy, 
of protection by entire fire assets of the com- 
pany which are many times larger. 
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TO PREPARE A NEW 
MORTALITY TABLE 


Actuarial Society’s Committee of 
Seven Confers With Insurance 
Commissioners’ Committee 


RE-ELECT CRAIG PRESIDENT 


Three-Hour Discussion on Henry Moir 
Paper at Annual Meeting of 
Actuaries 


The Council of the Actuarial] Society 
of ‘America has voted in favor of the 
preparation of a new mortality table. 
The table is to be prepared by the 
Committee of Seven, of which Arthur 
Hunter is chairman, and other mem- 
bers are Henry Moir, E. E. Rhodes, A. 
A. Welch, Robert Henderson, John K. 
Gore and A. B. Wood. 

Following the meeting of the Actu- 
arial Society there was a conference 
between the Committee of Seven and 
the Insurance Commissioners’ Com- 
mittee of Five, appointed in Chicago 
to take up the matter of a new table, 
and of which H. E. Ryan, of the New 
York Department is chairman 


Committee Meets 
Actuaries 

This conference took the form of a 
luncheon at a Greek Letter Club in 
New York City It developed that al 
though the five representatives of the - 
commissioners were invited to attend 
the actuarial meeting, Messrs. Ryan 
ind Hammond (of Connecticut), being 
members, only Mr. Ryan and Mr. Otto 
(of Michigan) were present, the others 
ttending the meeting of the Commit 
Blanks of Insurance Com 
Conference, held at the 

As the Commissioners’ 

entatives had had no meeting 
among themselves, the conference 
vith the actuaries Committee of Seven 
did not definite action The 
will probably hold 

liscuss the situation 
executive committee of the 

to be held in June 


Commissioners’ 


with the 
Commissioners, 
Discussion of Moir Paper 

The annual meeting of the actuaries 

was attended by about one hundred 

feature was a 
three-hour discussion of Henry Moir’s 
paper with reference to a new table. A 
number of the leading actuaries took 
part in this discussion. Much stress 
was laid on the effect that the new 
mortality table will have on young com- 
panies. Some of the speakers thought 
that the actuaries were looking too far 
ahead, and that if a new table is adopt- 
ed it may be a long time before all the 
States put it into effect. 

Mr. Ryan said that he thought the 
discussion for the present should be 
centered around the question as to 
whether the Actuarial Society should 
not get busy and develop the facts of 
the experience under insured lives 
rather than to consider in such detail 
the ultimate effect on the business of 
the adoption of a new table for the cal- 
culation of premiums and reserves. 

Mr. Macauley, of the Sun Life, said 
he was not particularly interested in 
the development of a new mortality 


persons The chief 
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table as applied to Canadian compa- made by the Committee of Seven, of 
nies. They use the British standard. which Arthur Hunter is chairman. 


But, if the Society voted for a new mor- 
tality table his company would lend its 
co operation. 

Several actuaries thought that the 
time was not quite ready for a new 
table. The reason for this view was 
said to be the fact that only about nine 
years’ experience had been brought 
about under new conditions caused by 
the change in the New York insurance 
laws of 1906. A number of speakers 
seemed to feel that the underwriting 
methods of the companies had changed 
and that business was being done upon 
@& more conservative basis to-day than 
before the Armstrong investigation; 
and that this would undoubtedly be re- 
fiected in the mortality rate. Some ex- 
pressed the view that if a large amount 
of preferred dividend business were 
put into the experience that the néw 
mortality table might show too light a 
rate of mortality for annual dividend 
business. But on this point there was 
a difference of opinion. One speaker 
thought that there would be a lighter 
mortality, while Arthur Hunter, of the 
New York Life, said that his company 
had shown a poorer mortality under 
the deferred dividend business. 

Mr. Henderson’s Observation 

Robert Henderson said that while 
Mr. Moir’s paper showed that if the 
new mortality table follows the trend 
of the Medico-Actuarial table, the ter- 
minal reserves would be materially in- 
creased, irrespective of the duration of 
the policy, that an examination of the 
mean reserves, calculated according to 
the Medico-Actuarial table, appeared to 
indicate that in the early years of the 
policy the mean reserves might be less 
than the American table reserves. This 
would be an answer to the argument 
that a new mortality table, if adopted 
for reserve purposes, would make life 
more burdensome to young companies. 
In fact, it would produce just the sort 
of result that the young companies 
would welcome, viz.: lower reserves in 
the earlier years of insurance, working 
up gradually to high reserves on busi- 
ness than had been in force for a long 
time 

The resolution adopted by the Coun- 
ci. of the Actuarial Society and ap- 
proved by the Society, follows: 

Resolved: That the Council is of the 
opinion that a new Mortality Table or 
Tables should be prepared under the 
direction of the Actuarial Society; 
that the Committee of Seven be con- 
tinued for the purpose of conferring 
with the proper Committee of the Na- 
tlonal Convention of Insurance Com- 
missioners and with the companies 
whose statistics may be desired; that, 
if the way be clear, the Committee 
proceed with the work of preparing 
such new table or tables and that the 
Committee report the result of its con- 
clusions to the Council..... ee 

Report of Committee of Seven 

The 


ing report On a new 


follow- 
been 


the 


had 


Council acted after 
table 


“The Council, Actuarial Society of 
America: On April 8th, a committee of 
seven was appointed ‘to consider the 
advisability of preparing a new mor- 
tality table, and to report at the May 
meeting. The committee submits the 
following report: 

“Since it is generally recognized that 
the American table does not reflect the 
mortality experienced by life insurance 
companies at the present time, and re- 
quests have been made that this Soci- 
ety should prepare a new table from 
the broad experience of the companies 
now available, the committee is unani- 
mously of the opinion that the Society 
is now in a position to undertake such 
a work and that it should at once con- 
sider and decide whether it should 
do so. 

“The committee is unanimous in ad- 
vising that a new table should be pre- 
pared under the direction of the Soci- 
ety, and the majority of the committee 
believes thaf the time is propitious for 
preparing such a table provided the 
ways and means can be satisfactorily 
adjusted. 

“Under the circumstances the com- 
mittee recommends that it be continued 
for the purpose of conferring with the 
companies which must furnish the ma- 
terial for the investigation and the 
means for conducting it, and also of 
consulting with the proper committee 
of the National Convention of Insur- 
ance Commissioners, which has for- 
mally urged the preparation of such a 
table by this Society. The committee 
further recommends that it be em- 
powered to proceed with any plans 
which may be found necessary to carry 
out its final conclusions. 

“The committee desires to call atten- 
tion to the fact that the adoption of a 


new mortality table showing a lower 
death rate than the American table 
now in use, would not necessarily re- 
duce the cost of insurance to policy- 
holders. The mortality cost is deter- 
mined by the death rate actually ex- 
perienced and not by the death rate 


shown in the table used for computing 
premiums and reserves, At the present 
time policyholders are receiving in the 
dividends credited to _ participating 
policies, the benefits of the lower death 
rate actually experienced, and this fact 
would not be affected by the adoption 


of a new mortality table. Moreover, 
the premium rates for non-participating 
policies reflect the mortality actually 
expected and not that shown by the 
American table 

“There seems to be a widely preva- 
lent impression that a new mortality 


table showing a lower death rate would 
result.in lower reserves. Such a result 
is unlikely. The experience in Great 
Britain has been that with each succes- 


sive table showing generally a lower 
rate of mortality, higher reserves in 
the aggregate have been required. The 
Medico-Actuarial mortality table pub- 
(Continued on page 8.) 
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You Wish To Be Paid Well 





A man who knows he can 
make good in organizing an 
agency for a big company in 
a city embracing a population 
of 1,000,000. A salaried con- 
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for your efforts. Producers receive 


compensation under the 
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TAXATION OF LIFE INSURANCE COMPANIES 


By James M. Craig, President of Actuarial Society of America. 
Paper read at the Annual Meeting 








It is no wonder that with pressing 
demands to meet the ever increasing 
expenses of the State and the aversion 
of all political parties to levy a direct 
tax, the funds of life insurance com- 
panies, which are always like an open 
book, should be levied on. In these 
days it is hardly necessary for every 
State to have any specific tax rate on 
life insurance premiums in order to 
collect taxes, because under the Recip- 
rocal laws which seem to be uniform 
throughout most of the country, the 
same rate of tax is imposed on com- 
panies of other States as the laws of 
those States impose. 

Seldom Any Decrease 

Although the amount of tax increases 
from year to year without any increase 
in the rate of tax, we never hear of 
any decrease in the rate. p 

As an illustration of this it may be 
stated that one per cent. of premiums 
received in the State of New York in 
1913 would exceed one and one-half per 
cent. of the premiums received in 1903, 
so that without any increase in the rate 
of taxation the amount of taxes in- 
creased more than 50 per cent. in ten 
years. , 
“ The practice of taxing the funds of 
life insurance companies is now so gen- 
eral that whenever the subject is 
brought up for legislative action, it is 
simply a question of how much to in- 
crease the tax. The State, if it consid- 
ers the policyholders at all when deal- 
ing with this question, takes consola- 
tion in the belief that at the worst, 
dividends are slightly reduced on par- 
ticipating policies, and on non-partici- 
pating policies, the insured would just 
as soon pay a premium with the tax ad- 
ded as without it. In the case of non 
participating premiums, however, it 
would be impossible to increase premi- 
ums on existing policies to cover in- 
creased taxation. It is difficult to con- 
vince legislatures that a tax of one or 
two or even three per cent. would have 
any material effect on the prosperity of 
life insurance companies, and it fS so 
easy to levy these taxes because they 
are not directly imposed on the people 
who pay the premiums. 

Upward Trend of Taxation 

One point of view is the upward 
trend of the rate of taxation in recent 
years. Without going too much into 
detail, I will note in a general way 
some of the changes which have re- 
cently taken place. 


A Tax increased in 1908 from 1 to 2 
per cent. on premiums received. . 
Arkansas—Tax of 2% per cent. on premiums 
less losses and commissions changed in 10914 
to per cent. on gross premiums. The net 
result of this change was an increase. 
( fornia—Tax of 1 per cent. changed in 
t per cent. and again in 1913 to 134 
er cent 
Delaware—Tax of 1% per cent. increased in 
oo8 to 2 per cent. 





New Hampshire—Changed in 1910 from 1 per 
cent. on gross. premiums to 2 per cent. on pre- 
miums less death losses. 

South Carolina—Law was changed in 1909 
from % of 1 per cent. together with county 
taxes to 2 per cent. as a State tax with a de- 
creasing rate depending on the amount in- 
vested in the State with a minimum rate of 1 
per cent. In i910 this law was amended still 
making the minimum rate 1 per cent. but re- 
quiring a larger investment to secure the bene- 
hit of a reduction, 

Virginia—In 1911 the rate was increased from 
I per cent. to 1.4 per cent. and at the begin- 
ning of the present year this was increased to 
2% per cent. The latter amendment made the 
tax a license tax and payable almost immedi- 
ately so that the State received the benefit of 
double taxation this year. 

Nashington—The rate in 1908 increased from 
2 per cent. on premiums less losses to 2 per 
cent. on gross premiums and again increased 
to 2% per cent. in 1912. 

_ West Virginia—A_ change was made in_ 1908 
from 1% mills per dollar new business written 
to 2 per cent. on premiums. 

Canada, Province of Manitoba—Tax of 1 per 
cent. on gross premiums was increased in 1915 
to a graduated tax running from 1 per cent. 
on premium receipts of less than $50,000 up to 
2 per cent. on $200,000 or more. 

Nova Scotia—Changed in 1913 from registra- 
tion fee of $50 to a tax of 1 per cent. on gross 
premiums and again in 1915 to 1% per cent. 

Ontario—Rate of 1 per cent. on gross pre- 
miums changed in 1914 to 134 per cent. 

Quebec—Changed in 1906 from 1 per cent. on 
gross premiums less bonuses to 1% per cent. 

In some of the provinces an additional tax 
is made on investments or the income from 
investments. 

Our friends in Canada are apt scholars on 
the subject of a premium income tax, for no 
such tax was known anywhere in the Domin 
ion twerty years ago. 

It will thus be seen that where any 
change is made it is always up and 
never down. 

What Tax Payments Would Buy in 
Insurance 

In order to see how great this charge 
against the business is in the aggregate, 
we find from an authoriative publica- 
tion showing the business of 1913 
records the payments of taxes, licenses, 
fees and fines of $12,820,449 by 258 life 
companies. At age 35, this would pay 
the annual premium of $28.11 on 456,081 
Whole Life policies for $1,000 each, or a 
total insurance of $456,081,000. 

Although the officers of life insurance 
companies believe, as a matter of prin- 
ciple, that life insurance companies 
should not be taxed at all, they never 
have raised any strenuous objection 
against a moderate tax. We often find 
it intimated that the officers of life in- 
surance companies having vast sums of 
money at their disposal for the prose- 
cution of the business are not so eco- 
nomical as they might be and this inti- 
mation is closely allied with the 
thought that a little more in taxation 
for the benefit of the State can easily 
be made good by a slight reduction in 
those expenses which are under control. 
Even if we assume for the sake of argu- 
ment that expenses over which the 
companies have control can be reduced 
and that increased taxation is resorted 
to for the double purpose of (1) en- 
forcing such reduction, and (2) divert- 





ing the proceeds of it into the State 
treasury, we fail to see how such a 
transaction would be of any possible 
benefit to the policyholders. If expen- 
ses are too high and cannot be reduced 
voluntarily, they should be regulated 
by law and the saving effected revert 
to policyholders. The remedy certain- 
ly does not lie in an increase of taxes, 
for this makes a fixed charge which is 
beyond the power of companies to 
regulate. 
Widows’ Pensions 

The other point of view indicates 
that perhaps the time is ripe to take up 
this question in an aggressive manner. 
This is suggested by a law recently 
passed by the State of New York mak- 
ing provision for pensions to worthy 
widows in need and ranging from 
twenty dollars a month to sixty dollars 
depending on the number of children 
to be cared for. 

The Governor in signing the bill is- 
sued a statement in which he said: 

The bill tends toward the preserva- 
tion and protection of the home. A 
careful trial of the proposed scheme 
may be made without a serious burden 
upon the localities. The bill gives op- 
portunity to provide for the mainte- 
nance of dependent children in the 
homes of the widowed mothers, where 
it would otherwise be necessary to pro- 
vide for them in institutional homes. | 
am convinced that the possibility of 
this accomplishment renders necessary 
the approval of this bill. 

It is a familiar and well-established 
rule governing the custody of a child 
that the welfare of the child is the pri- 
mary consideration. If the mother of 
a child is a competent and suitable per- 
son to be entrusted with its care and 
custody, the home of the mother is the 
proper place for him. Experience has 
shown that where, because of misfor- 
tune, the widowed mother is compelled 
to give up her home, and her children 
are provided for by persons who have 
no natural interest in them such chil- 
dren are injuriously affected thereby, 
and they do not become as capable 
citizens as would have been the case 
if they had remained under the control 
of their mother. 

Protecting the Home 

The sentiment here expressed is 
really the foundation of life insurance; 
for the maintenance of the children in 
the home of the mother is the motive 
which prompts many men to lay aside 
a portion of their income for the crea- 
tion of a fund through the medium of 
life insurance which shall be sufficient 
to continue the solidarity of the home 
after the bread winners have passed 
away. Surely when life insurance com- 
panies are striving to accomplish the 
very thing the State commends, and 
without any expense to the State, the 
moneys which they collect ought not to 
be subject to the call of the tax gath- 
erer. Even the laboring man who 
takes out a small industrial policy is 
being educated on the subject of life 
insurance and from the millions of in- 
dustrial policyholders will come thous- 


ands and hundreds of thousands of ap- 
plicants for larger amounts of insur- 
ance. 

Governor Whitman either consciously 
or unconsciously has rendered life in- 
surance companies a great service in 
stating so concisely the wisdom of pre- 
serving and protecting the home. If it 
is a good thing for the State to pro- 
vide for deserving widows through gen- 
eral taxation, it is a better thing to per- 
suade men as individuals to do this on 
their own account for the love they 
bear to the members of their own 
households. From this point of view, 
there is only one logical conclusion in 
this matter and that is that the State 
should not only permit life insurance 
but that it should offer every possible 
encouragement to the compdnies to 
prosecute the business and not impair 
their usefulness by undue taxation. 

Pennsylvania Legislature 

In this connection attention is also 
called to a bill introduced in the last 
Pennsylvania legislature which recited: 

Whereas it is to the interest of the common- 
wealth and the various counties and municipal 
divisions thereof, to encourage its citizens to 
reasonably provide for their own support dur- 
ing old age whereby the financial burden of 
their maintenance may be avoided therefor. 

Section 1. Any policy or contract of insur- 
ance or annuity heretofore or hereafter taken 
out or issued by any insurance company, do- 
mestic or foreign, lawfully doing business in 
this commonwealth, to any solvent citizen 
thereof, whereof the said insured or purchaser 
for said annuity shall be the bonsilelers or 
annuitant, not exceeding in income or return 
therefrom one hundred dollars per month, shall 
be exempt and free and clear from the claims 
of all his or her creditors and from all legal 
and judicial processes of execution, attach 
ment or otherwise whatsoever. 

While this bill was limited in its 
scope and moreover did not become a 
law, yet it is an indication that the im- 
pression prevails in the minds of some 
lawmakers that life insurance policies 
should be accorded some measure of 
relief. 

Changing the phraseology of this pre- 
amble and bill, so that they would more 
correctly state the conditions and 
needs, they would read somewhat as 
follows: 

Whereas it is to the interest of the com- 
monwealth and the various counties and munic- 
ipal divisions thereof, to encourage its citi- 
zens to reasonably provide for the future sup- 
port of their families whereby the financial 
burden of their maintenance by general taxa- 





tion may be avoided, therefore be it 
enacted, Section 1. All premiums paid on 
: q 
any policy or contract of insurance or annuity 


heretofore or hereafter taken out or issued by 
any insurance company, domestic or foreign, 


various counties and municipal divisions there- 
of, and any such policy or contract of insur 
ance or annuity which produces an income not 
exceeding $100 per month, shall be exempt and 

e and clear from claims of creditors and 
from all legal and judicial processes of execu- 
tion, attachment or otherwise whatsoever. 

Need of Uniform Taxation 

We cannot but regard it as unfortu- 
nate that no tangible results have been 
secured from the recommendations 
made in 1908 by the Committee of 
eight members of the Convention of 
Insurance Commissioners in favor of 
uniform tax laws. Through the united 
action of these commissioners uniform 
laws exist practically throughout the 

(Continued on page 4.) 




























Every Business Day Last Year 


‘The Prudential paid 463 death claims, the average daily amount being $75,946; 


Added 2,881 policies to its insurance in force; 
Secured $1,718,423 in new business; 
Increased its receipts $341,808. 


It was busy all the time. 


FORREST F. DRYDEN, President 
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MOIR ON YOUNG COMPANIES 


TELLS EFFECT OF NEW TABLE 





Mid-Year Values Work Out Differently 
From Terminal Values— 
Reasons Why 





Editor The Eastern Underwriter:— 
The terminal reserves quoted in my 
paper “Should we Prepare a New Mor- 
tality Table?” give the figures on which 
cash and other values are predicated, 
these being also the values by means 
of which payment of the sum insured 
is ultimately secured. But in order to 
prevent a misconception as to the 
operation of any new table, as applied 
to the valuation of policies by the com- 
panies, especially the younger com- 
panies, it seems desirable to state that 
the mid-year values work out differ- 
ently from the terminal values, because 
of the low premium rate which any 
new table would doubtless show. 

For example, on the ordinary Life 
plan the following figures are appli- 
cable at age 35: 
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The corresponding figures on the 20- 
Payment Life plan are as follows: 


i |) Se 22.19 23.49 94 
2nd ep ewreaen 42.66 43.44 98 
3rd 7 ceeawheden 64.02 64.13 100 
ee Ll adenweee 86.00 85.60 100 
ee. a alcecuaon 108.62 107.87 101 


But there is an even more important 
feature which introduces another mod- 
ification into this’ question of reserves— 
the fact that the great majority of the 
younger companies are valuing their 
business on Modified Preliminary Term 


plans. The low premium rates by the 
new table for one year term insurance 
will reduce the values to an even 


greater extent, since the reserve in the 
first year for term insurance works out 
only at about 60 per cent. of the cor- 


responding reserve by the American 
Experience Table. Modified Prelim- 
inary Term mid-year reserves will 


therefore still further reduce the above 
percentage in the early years. 

The practical effect of a new table 
on an active young company would be 
to reduce the reserves in the first year 
or two after issue; but such com- 
panies should be duly warned that 
this condition arises from the mode of 
valuation, and that in years subsequent 
to the first larger sums have to be set 
aside to reserve since the ultimate re- 
serves will be greater by a new table 


than by the American Experience 
Table. While therefore such new 
table would doubtless under Prelim- 


inary Term Valuation show very small 
reserves in the first year, the building 
up of the reserve in years subsequent 
to the first would cause a_ greater 
strain on the income of such com- 
panies, since ultimately the same sum 
insured is guaranteed and the larger 
reserve is necessary so as to provide 
for such sum insured. 
HENRY MOIR. 


DISCUSSES AMORTIZATION 
Commissioner Mansfield, of Connecti- 
cut, Answers Arguments Against 
Valuation Plan 





In discussing amortization Commis- 
sioner Mansfield in his report on life 
insurance just issued said: 

“A large proportion of life insurance 
companies in Connecticut have adopted 
the amortization plan but I cannot re- 
frain from stating in closing some of 





the arguments in favor of and some of 
the objections to the plan, even at the 
risk of repeating some of the things 
I may have already said. There are 
well recognized objections to the plan. 
If we are seeking for a basis of liquida- 
tion, market values alone can control; 
a false theory te be sure, when inter- 
preted in the light of the real princi- 
ples which underlie life insurance, 
where provision must be made far into 
the future as well as for the present; 
but not so when we seek to ascertain 
the actual solvency or insolvency at a 
given date. It is urged, too, as an ob- 
jection, that in times of financial stress 
credit can be taken for values which 
in fact do not exist; that two different 
companies or even the same company 
may have fixed term securities of pre- 
cisely the same issue among their as- 
sets, valued at widely different figures 
because of difference in price at dif- 
ferent dates of purchase. Under these 
last named circumstances securities so 
held are generally brought together and 
the prices averaged. Many actuaries 
and other insurance experts think that 
the system tends to introduce careless- 
ness in the management of such se- 
curities, a sort of laissez-faire atti- 
tude; that a wasteful management can 
manipulate investments so as to show 
considerable profit in case of the higher 
grade of securities and conceal losses 
in securities of other grades, under 
cover of the plan. These objections 
would have more force in countries 
where supervision is less prevalent than 
it is in this country. I do not think 
they are entitled to great consideration 
under the conditions which prevail 
here. 

“Market prices as a basis for valua- 
tions are apt to be erroneous; es- 
pecially when taken on a given day 
and if that day be the last day of the 
year. If such values are to be consid- 
ered at all they should be taken not for 
any single day or for any short period 
but on an average covering a consid- 
erable length of time, so that the law 
of average covering a considerable 
length of life insurance may also apply 
here. When we consider, however, that 
the securities subject to amortization 
are not bought for speculative but for 
investment purposes and that the funds 
are accumulated to meet as I have said 
obligations extending a long way into 
the future and that the rate of inter- 
est assumed in calculating the present 
value of these obligations and the main- 
tenance of an equitable rate of in- 
terest by the process of amortization 
go hand in hand, a very strong argu- 
ment is presented in favor of the new 
method.” 


TAXATION OF LIFE COMPANIES 
(Continued from page 3.) 
country on all the important functions 
of life insurance companies; but this 
one question of taxation never seems 
to have reached the point of energetic 
co-operative action. It is a fact worthy 
of note that of the eight States repre- 
sented by the commissioners who sign- 
ed the report, only one has-made any 
change in the tax law and in that State 
two changes have been made and each 





one was an increase in the existing 
tax rate. 
The situation as presented to the 


commisioners in the following para- 
graph could hardly be improved upon 
and will serve as the foundation at any 


time for an aggressive movement. 
Life insurance is not a system of old age 
pensions adopted by the State as a _ public 
charity and supported by a burdensome gen- 
eral tax; nor does it contemplate public or- 
phanages, old ladies’ homes, or other public 
charities maintained at the expense of the 
State. So far as it goes, it is a substitute for 
ill of these and if universal would obviate 
the necessity of them all. Hence, the State 
should encourage it, not hinder it; it should 
help it, not hurt it. 


Let us hope that some day a man of 
strong convictions wili plead for the 
policyholders in the Commissioners’ 
Convention with such force as to secure 
the united action of that important 
body for the abrogation of all tax laws 
applying to life insurance or as an al- 
ternative, a nominal tax which shall 
be uniform in all the States. ° 
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GOOD TERRITOR 


THE PROGRESS 


FRANKLIN LIFE 


INSURANCE COMPANY 
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Steady Sure Solid 


Y FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
Address, Home Office, Springfield, III. 








OPPORTUNITY IN TEXAS 





progress, can secure 
with a progressive y 
pany, in Texas. 


A personal producer, having ability to 
handle men who want to grow and possesses 
a disposition to apply the energy necessary to 


an attractive connection 
oung life insurance com- 


If interested, and can deliver the goods, write 


“TEXAS” 


Care of The Eastern Underwriter 
105 William Street, New York City, N. Y. 
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Texas has more than four million people, made up of 
home grown population and the best selections from other 
They are a progressive people and they are buying 


rance—about seventy million dollars a year. 
than a hundred thousand suitable subjects in the 


State are uninsured, and several times that number inade- 


insured. We want ten or a dozen more good field 
ell them about the Southland Life. Address— 


JAS. A. STEPHENSON, President 
DALLAS, TEXAS 
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\ The Texas Life Insurance Company 


OF WACO, TEXAS 


neer life insurance company of 
the Southwest 


ATTRACTIVE POLICIES and LIBERAL CONTRACTS 











GOOD PLACES 
For STRONG WORKERS 


ance in satisfactory volume. 


PORTLAND, MAINE 
ARTHUR L. BATES, President 
Address: ALBERT E. AWDE, 


Superintendent of Agencies, 


Always ready to negotiate with energetic 
men capable of producing paid-for Insur- 


Much unoccupied and desirable territory. 


Union Mutual Life Insurance Co. i 


7 W. Madison St., Chicago, Il. 
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The Equitable 


Life of Iowa 


Splendid Openings — Inquire 


1 IS INCREASING ITS AGENCY 
im FORCES. 








S. SAMUEL WOLFSON 


District Manager 
Equitable Life Assurance Society 
43 Bible House New York Cit 
AGENTS WANTED 





DO YOU WANT TO JOIN 
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J. C. CUMMINS, President 


. DES MOINES, - - IOWA 





| 
HiT 
Address 























May 28, 19165. 





THE EASTERN 











UNDERWRITER 


5 








WHY I INSURED NINE TIMES WITH ONE AGENT 
By L. P. Butts, 


Oneonta, N. Y. 








in a recent issue The Eastern Underwriter printed a story of the career of 


Herbert Bernard, of Schenevus, N. Y. 


nard has written as much as $500,000 in one year. 


Despite his limited territory Mr. Ber- 


In a talk with The East- 


ern Underwriter he confided that much of his success is due to his ability 


to write one case a number of times. 


L. P. Butts, a wholesale dealer in 


fertilizers, builders’ and masons’ supplies at Oneonta, N. Y., was written by 


Mr. Bernard nine times. 
one man follows: 


| have at hand your esteemed letter 
relating to Herbert Bernard, of 
Schenevus, who is agent for the Mutual 
Life Insurance Company of New York. 
In reply it gives me much pleasure to 
answer your questions why I have had 
the confidence in Mr. Bernard which I 
have expressed by continually giving 
him renewals. 

Mr. Bernard is a man of exceptional 
ability, very keen and always on the 
job. He first approached me as a 
stranger with a good reputation in this 
vicinity. He insured me for a small 
amount. As years went along he 
dropped in and reminded me that I had 
become a married man and my respon- 
sibility had increased and that I should 
have another policy. I told him I 
agreed with him after his usual suc- 
cessful persuasion and did insure. 

Later years he came along and re- 
minded me that I had a family and 
that my responsibility had greatly in- 
creased. I took his word for this as 
everyone does and insured again. 
There then came out some more at- 
tractive policies and Mr. Bernard ad- 
vised me that he had something very 


HAS $2,500,000 ASSETS 
Pan-American Life Figures—Company 
Has 7,713 Policyholders—Where 
They Live 
The Pan-American Life has fully 
paid its total capital stock of $1,000,- 
00) and the surplus of $750,000. Its 

total assets are now $2,500,000. 

The Pan-American Life is now doing 
business in Virginia, North Carolina, 
Georgia, Florida, Alabama, Mississippi, 
Louisiana, Texas, Arkansas, and in the 
Republics of Guatemala, Salvador, 
Spanish Honduras, Nicaragua, Costa 
Rica, Panama, Colombia, Cuba, and 
British Honduras. It closed the year 
1914 with a total insurance in force of 
$16,650,000. 

The policyholders now number 7,713, 
of which 6,362 reside in the United 
States, and 1,351 in Central America, 
Panama and Cuba. 

“We have paid out in death claims 
since the Company started business, 
up to December 31, 1914, $185,000, of 
which only $28,000 occurred in Central 
America, which is about 15 per cent. 
of the total amount paid,” says Presi- 
dent Ellis. “When we take into consid- 
eration that about 22 per cent. of our 
business is done in Central America, 
this represents a most favorable death 


His story of why he had so much confidence in 


interesting as well as exceedingly ben- 
eficial to myself in case of long life 
or to my family in case of my death, 
and he succeeded in insuring me again, 
and at different times he has kept 
watch of the situation and always had 
reasonable and convincing arguments 
to give me when doing business. I wish 
to say further that he is a man of abil- 
ity and integrity and is well thought of 
in this section which, with his ambition 
and natural cleverness, fits him well 
for doing business. I have such con- 
fidence in Mr. Bernard that should I 
care for any insurance at any time I 
would send it to him, telling about 
what I wanted and let him select a 
policy. My confidence is such that I 
would not look elsewhere for price or 
more beneficial insurance than that 
which he has. 

Mr. Bernard is certainly qualified to 
sell insurance. He has the natural 
ability, the ambition, always a new and 
convincing argument, as well as the 
confidence of every person in his dis- 
trict. 

T assure you that it gives me pleasure 
to say a good word about a good man. 


rate showing in Central America. With 
reference to our Agency Department, 
they are very active in their efforts to 
increase the business of the Company 
at all times, and they now have an 
agency. force of about 300 men work- 
ing in the territory above mentioned, 
and expect to increase the force as 
fast as they can find suitable men for 
the purpose.” 


$100,000 POLICY IN UTICA 
Placed on Hotel Man by L. D. Klous, 
Aetna Life—Also Wants 
$30,000 Additional 





Leicester D. Klous, City Manager of 
the Aetna Life in Utica, N. Y., has 
placed a policy for $100,000 on the life 
of William M. Martin, president of the 
Hotel Martin Company, Utica, and the 
policy is payable to the stockholders 
of the company. In addition Mr. Mar- 
tin has applied for $30,000 additional 
insurance. 

While there are men in Utica carry- 
ing more than $100,000 the Martin pol- 
icy is said to be the largest individual! 
policy in the city. 

Martin already has $10,000 insurance 
placed with Klous, making $140,000 his 
total writings on the hotel man. 





Some of the reasons: 
beneficiaries. 


literature. 
condition of general business. 





A FINE FIRST QUARTER! 


We closed the first quarter of 1915 with a substantial gain in delivered 
business over the first quarter of 1914. 
FIRST-CLASS SERVICE of policyholders and 
Efficient co-operation with our agencies. 
contracts—as agents of all Companies know. 
Happy relations between Field and Home Office. 


Occasionally we have a general agency opening. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS 
Incorporated 1851 


Unexcelled policy 
Strong 
Improved 


Low net cost. 








HOW TO CATCH A REBATER 


MUST BE TRAPPED IN BRIBE 
Testimony of Bribe Taker Alone Not 
Enough to Convict in This 
State 


Former Superintendent Hotchkiss, of 
New York, and John K. Clark, counsel 
of the Life Underwriters’ Association 
of New York, were the speakers at a 
luncheon of the Association on Tuesday 
of this week. Both of them discussed 
agency qualification. 

Mr. Clark said that a rebate is a 
bribe and the bribery laws of New York 
make it extremely difficult to catch a 
briber. This was proven in the Hyde 
case when a New York city official was 
proved to be a grafter. The courts 
have held that a man cannot be con- 
victed of bribery on the testimony of 
the bribe-giver alone. It would, there 
fore, be necessary for the Life Under- 
writers’ Association of New York to 
set some kind of a trap if they wish 
to ensnare a_rebater. They must 
catch him in the act. 

Think Someone Will Be Jailed 

All those acquainted with President 
Priddy believe that such a trap is to be 
sprung in New York by the Associa- 
tion before he leaves office. He has 
determined to put some rebaters in 
jail and thinks he can do so with the 
assistance of Mr. Clark. The counsel 
for the Association told how ethics in 
other professions were at a_ higher 
standard than formerly, and he thought 
that the profession of life insurance 
was on a loftier basis, also. 

Mr. Hotchkiss told of some of his 
experiences as insurance superintend- 
ent in refusing to give agency licenses 
to barbers, clergymen and others, in- 
cluding an undertaker. 


BEST WAY TO SAVE 


How Life Insurance Strikes the Chris- 
tian Endeavor World—Some 
Good Arguments 
Here is what life insurance does for 

the ordinary man: 

It compels him to save on a scale 
that he himself has named after due 
deliberation. 

It joins his savings with others in a 
co-operative jinvestment that is big 
enough to secure all advantages 

It puts his savings into the hands of 
those whose business it is to know 
what he cannot know about invest- 
ments. 

It gives his earnings the safeguards 
provided by State laws affecting insur- 
ance companies. 

It leaves him free to give his whole 
time and thought to further earnings, 
saving him all vexation and anxiety in- 
cident to the care of property. 

It takes into consideration the un- 
certainties of a man’s earning power, 
and makes provision for such modifica- 
tions as conditions may require, mak- 
ing sure that the investor gets all that 
he pays for, no matter how far he may 
fall short of his original intentions. 

And, best of all, over and beyond its 
merits as a means of accumulation, it 





plays the role of a fairy godfather to 
the dependents who find themselves 
suddenly cast upon their own resources 
through the unexpected and premature 
death of the one who provides. 

The easiest, safest, surest, and most 
satisfactory way to save and keep on 
saving is to purchase from a tested, 
old-line, conservative insurance compa- 
ny some form of life insurance suited 
to your circumstances 

This is the best way to save, even 
though you have no one dependent on 
you and do not expect ever to have 
such dependents, and it is even better 
still for those who do have dependents. 

Christian Endeavor World. 


THE ACTUARY 


One of the Best Says That His Lot 
is Not a Happy One 


\ newspaper man recently addressed 
a note to a famous actuary, saying 
that he envied the actuarial type of 
mind, which 

Knows so much about cube root, 

And starts a tabular dispute. 

In reply the actuary wrote: 

An actuary’s path of life 

Is no road to enjoyment. 

It’s ten to one that you can find 

Much happier employment 


He has to strive and calculate 
And strenuously “figger’”’ 

To make the premiums look small 
And dividends look bigger 


TALKS TO ALBANY MEN 
George W. Johnston, of Travelers, 
Discusses Essentials of Life Insur- 
ance Salesmanship 


At a meeting of the Albany Club of 
the Capital District Life Underwriters’ 
Association, the following were select- 
ed as delegates to the National conven- 
tion of Life Underwriters in San Fran 
cisco, August 10-12, 1915 W. J. Sull 
van, Henry F. Condict, H. Bernard and 
William B Phelps As alternates 
chosen: Howard B. Dutcher, E. L 
Post, A. B. Mallory and FE. D. Primmer. 

President Phelps introduced as the 
man who would put the “meat” in 
meeting, George W. Johnston of the 
Travelers in New York, who gave a 
practical talk about the fundamentals 
in selling life insurance He cited the 
knowledge of his goods as a sales- 
man’s first essential, then aggressive 
ness to apply this information efficient- 
ly, and lastly enthusiasm to carry a 
man along 4 round table discussion 
of income insurance followed, with an 
interesting exchange of views 





ARREST W. S. JONES 

W. S. Jones, a prominent insurance 
man of Sumter, S. C., was recently ar- 
rested on complaint of an examiner for 
the Equitable Life Assurance Society. 
He was released after furnishing a 
$5,000 bond. 

Special Examiner S. H. Wolfe has 
completed his examination of the San 
Francisco Life 





Organized 1850 





NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
JOS. A. DE BOER, President 


The National Life possesses an unexcelled asset and insurance composition. Its 
service to policyholders is scientific, prompt and complete, based absolutely upon a 
mutual and equitable practice. Its low mortality, high interest earnings and economy 
of management insure low net costs. Its liberal policies and practice commend it to 
field men as a guaranteed salesmanship proposition upon which 
securely build. The sixty-fifth annual report, demonstrating these claims, will be sent 
to any solicitor, agent or manager on request. 


A. H. Gseller, General Manager, 149 Broadway, New York City 

M. H. Mullenneaux, Manager, Albany Trust Bldg., Albany, N. Y. 
Day L. Anderson, General Manager, 950 Ellicott Square, Buffalo, N. Y. 
Bruce S. Johnson, General Agent, 1134 Granite Bldg., Rochester, N. Y. 


Purely Mutual 
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DEPUTY HOEY ON FRATERNALS 


THREE MORE YEARS OF GRACE 








Wonders How So Many Have Weath- 
ered the Storm—Material Improve- 
ment Necessary 





In his report to the Superintendent 
of Insurance regarding the work of the 
New York Department during the year 
Deputy Superintendent Hoey said re- 
garding the financial condition of fra- 
ternals: 

“Fraternal organizations of this State 
are gradually adjusting the valuation 
of their certificates with a view of 
meeting the requirements of the law 
which provide that by the end of De- 
cember, 1917, a society to be solvent 
must show that the value of its future 
contributions, together with the admit- 
ted assets, is equal to the promised 
benefits and accrued liabilities. 

Hard Sledding Ahead 

“This means that these organizations 
have three years yet to improve their 
financial condition or retire from busi- 
ness. Many fraternals since the enact- 
ment of the law in 1911 and its amend- 
ment in 1913, have gone into liquida- 
tion, and unless material improvement 
is apparent, before the end of the pre- 
scribed period, others will undoubtedly 
follow in their footsteps. 

“The Insurance Department has 
strongly represented to the manage- 
ment of fraternals the necessity for 
strengthening the financial condition 
of their organization, and it is expect- 
ed that during the next three years a 
marked improvement will result. 

“The history of fraternals in their 
incipiency and earlier development 
was that of large promises based on 
inadequate information. The _ experi- 
ence of actuaries employed by the old 
line companies was disregarded by the 
fraternals at the outset of their organi- 
zations, rates insufficient to meet the 
obligations incurred were promulgated, 
and the membership increased with 
great rapidity, stimulated to an extent 
by the attraction of their social fea- 
tures. For years they apparently pros- 
pered. The awakening was certain to 
come and it came with the realization 
that the premium rates were too low 
and that the amounts promised could 
not be paid. Attempts were made to 
increase the rates. 

“Many members dropped out, espe- 
cially the younger members, but the 
older ones held on, first, because they 
had paid in the iargest amounts, and, 
secondly, because many of them were 
not in a physical condition to obtain 
insurance elsewhere. The result was 
a decreasing membership and a con- 
stantly increasing mortality, to such an 
extent that the wonder is that so many 
fraternals were able to weather the 
storm.” 





ADVERSE BILL RE-INSTATED 





Florida Legislature Re-Considers Pro- 
posed Taxing of Premiums in 
That State 





The Florida House Bill 67, requir- 
ing all companies, fire, life and casu- 
alty, to invest 75 per cent. of the pre- 
miums received in that State in Florida 
securities, which was killed in the 
House Committee some time ago, was 
re-instated in the calendar on May 7. 
Fraternal and benevolent societies are 
not affected by the bill which reads 
that all companies complying with its 
provisions will be required to pay only 
a 1 per cent. tax on premiums received 
in Florida, while failure to comply will 
debar them from doing business in that 
State. 





The Central Life of Des Moines will 
take a canvass of Des Moines to -as- 
certain how many men are carrying 
insurance and the amount. It is pro- 
posed to list 15,000 Des Moines men. 





State Mutual Life Assurance Co. 





Occasionally we have an opening. 





OF 
WORCESTER, MASSACHUSETTS 
INCORPORATED 1844 


BURTON H. WRIGHT, President 
January 1, 1915 


Assets ee ee eee Pee ere $46,516,911.00 
DEY: cyt eweas. buddies sees a De eam a Se 43,315,986.56 
Surplus (Mass. Standard)............. 3,200,924.66 
INSURANCE IN FORCE .............. $179,895,636.00 


Substantial gains made in all departments. 
New policy contract, embodying every up-to-date feature. 
Increased dividend scale in which all 





policies share. 


EDGAR C. FOWLER 


Superintendent of Agencies. 








THE BEST LEGACY 





Why Burden Wife With Investments 
After Death When You Assumed 
Burden Before? 





Life insurance is both a moral obli- 
gation and a business necessity. There 
is no other arrangement or plan which 
offers the same or even similar advan- 
tages or accomplishes the same ends, 
says the Pension Mutual Life. 

Nothing has ever been devised that 
will take its place. 

It appeals to everyone and applies to 
all whatever their circumstances or 
condition may be. 

Of its innumerable advantages most 
men are now convinced, so that it be- 
comes simply a question of the form of 
policy best suited to the needs of the 
insurer and the company best qualified 
to fulfill that policy. 

What prompts you to insure your 
life? We assume the answer to be—it 
is done to provide actual and unfailing 
support for your family. 

While living you provide an income 
to pay the family bills. Why not con- 
tinue the same arrangement after you 
are gone? If you were going away for 
several months or years you would 
leave your wife several hundred or a 
few thousand dollars in one sum for the 
family’s support, or a definite income 
payable just as needed with which to 
pay household bills. 

Thousands of widows have been am- 
ply but not safely provided for, and 
they are now suffering from hardship 
and poverty. 

If while living you do not burden your 
wife with the investment of your 
money why should you ask her to as- 
sume that responsibility when you are 
dead? 

Will she know more about it then 
than now? 


WRITES STOCK BROKERS 





Commissioner McMaster Calls Atten- 
tion to New Law of South Carolina 
Governing Investments 





F. H. McMaster, Insurance Commis- 
sioner of South Carolina, has sent out 
the following letter to the stock and 
bond brokers throughout the State, re- 
garding the new “Blue Sky” Law: 

“Your attention is called to the act 
passed at the last session of the legis- 
lature making any person, firm, or co- 
partnership, corporation or association, 
whether domestic or foreign, who shall 
offer for sale in this State any stocks, 
bonds or other securities, not exempted 
from the terms of the act, a dealer 
within the meaning of the act and re- 
quiring that such dealer shall register 
with the insurance commissioner under 
oath the dealer’s name, residence, busi- 
ness address, the general character of 
securities to be dealt in, the place or 
places where business is conducted 
within the State, names and addresses 
of persons where the business is not 
conducted in the State. For such regis- 
tration the dealer shall pay a fee of $1. 

“Such dealer may appoint agents who 
shall each be registered with the insur- 
ance commissioner, for the registration 
and authorization of each of which $1 
shall be paid. 

“The act makes it unlawful for any 
dealer to sell, offer for sale, take sub- 
scriptions for or negotiate for the sale 
in any manner any stocks, bonds or 
other securities except as expressly ex- 
empted therein unless and until said 
commissioner has approved thereof and 
issued certificates in accordance with 
the provisions of the act.” 





The Camden Fire has appointed Wal- 
lace Reid suburban agent. 





Representing 


The Mutual Life Insurance Company 
of New York 


You will make money. 


The great strength, big dividends and incom- 
parable benefits of the ‘‘oldest company in America 
mean certain success for you. 


9? 








For Terms to Introducing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N.Y. 








WHITMAN VETOES A BILL 


BROKERS’ CONTROL OF INSURANCE 


Reasons for Refusing to Sign Simpson 
Bill—Comments on Mortgagee 
Clause 





Governor Whitman has vetoed a bil] 
passed by the New York Legislature 
entitled “An act to amend the insur. 
ance law, in relation to the lending of 
money by life insurance corporations.” 
In doing so, Governor Whitman made 
public the following veto message: 

“This bill seeks to amend the insur- 
ance law by adding a new section to be 
known as Section 100-A to read as 
follows: 


Certain conditions prohibited on the making 
of loans. Neither a trustee, director or offi. 
cer of a life insurance company shall direct 
or require a borrower of such company, upon 
mortgage, to negotiate any policy of insurance 
on the mortgaged property through a particu- 
lar insurance broker or brokers or attempt to 
divert to any particular insurance broker or 
brokers the patronage of borrowers from such 
life insurance company or refuse to accept an 
insurance policy on the property mortgaged or 
proposed to be mortgaged because it was not 
negotiated through a _ particular insurance 


broker or brokers. 

“The purpose of the section added 
is to restrict and regulate a subject 
which is solely one of contract. Such 
an amendment can only be justified 
on the ground that a corporation is 
subject to regulations that may be pre- 
scribed by law. 

“After a hearing and careful cons‘d- 
eration on the proposed bill, I fail to 
see any useful purpose that can be ac- 
complished. Even if the proposed bill 
should be approved, it simply places 
upon the statute books a statute which, 
in my judgment, is not enforceable. 

“No act of the Legislature can com- 
pel a corporation to loan its money to 
individuals unless the corporation is 
entirely satisfied with the terms upon 
which the loan is made. 

“It will be noted that the above 
amendment applies to life insurance 
companies alone. If the provision is 
a good one I can see no reason why 
it should be enacted in regard to life 
insurance companies and should not 
affect other corporations lending money 
on bonds and mortgages, such as bond 
and mortgage guarantee. companies, 
trust companies and other corporations 
whose business it is to invest assets 
upon bond and mortgage security. 

“The purpose of the bill is to take 
away from a single class of lenders the 
right to name the insurance expert 
upon whom they must rely. It is urged 
in support of the bill that it is im- 
material whether the lender selects its 
fire insurance broker or not, as it is 
protected by the so-called mortgagee 
clause. But I believe that the mort- 
gagee clause does not protect the 
lender in the event of a mistake in the 
date of a policy or failure to properly 
describe the property covered, or num- 
erous other contingencies involved in 
a complicated bond and mortgage trans- 
action. 

“Furthermore, it seems to me that 
in cases of building loans, the qualifi- 
cation of the broker who writes the 
insurance is a most serious matter and 
might cause great loss to the .ender 
if the broker should be untrustworthy. 

“Neither the Armstrong Investigation 
Committee nor any Superintendent of 
Insurance have suggested or in any 
way recommended that the life insur- 
ance companies should not be free to 
choose the broker to write fire insur- 
ance on mortgage loans. 

“The Superintendent of Insurance op- 
poses the enactment of this measure. 

“For the above reasons, I therefore 
disapprove the bill.” 


The Federal Union Insurance Com- 
pany, of Chicago, bas increased its capi- 
tal to $200,000 and is only waiting an 
examination by the Illinois Insurance 
Department before entering a number 
of the Eastern States. 


The brokerage license of Samuel K 
Pearson, Jr., of Jersey City, bas been 
surrendered to the New Jersey Insur- 
ance Department and cancelled. 
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Courteney Barber’s Methods Compared 
With Those of Other Producers 
in Insurance 





The National Association of Life 
Underwriters is receiving numerous re- 
plies to its circular letter asking ques- 
tions regarding agents in order that a 
comprehensive report can be prepared 
which will throw an illuminating light 
or scientific salesmanship. The in- 
quiry has met general approval. Noth- 
ing is of greater moment than the car- 
rying out of a plan to standardize 
salesmen; to do away with the tremen- 
dous waste there is in developing sell- 
ing talent in the life insurance busi- 
ness to-day. As those who have read 
the list of questions know (the list was 
published some time ago in The East- 
ern Underwriter), the association will 
have a fairly accurate line on the type 
of agent who succeeds and who fails 
when the replies are all in and com- 
piled. 

Personality 

However, there is one important fea- 
ture in salesmanship that cannot be 
transcribed to paper, and that is per- 
sonality. No matter how infinitesi- 
mal the description of manner in which 
a man works, he cannot describe intel- 
ligently the impression he makes on 
the man he interviews; and there are 
thousands of successful life insurance 
men who cannot tell for the life of 
them how they operate. 

In a small Southwestern town there is 
a life insurance agent who either leads 
or is in the van of his company’s pro- 
ducers year after year. This agent is 
particularly modest and never visited 


the home office until a few months ago. 
The company decided to make his visit 
an event, and arranged a dinner at 


which the star producer was to be the 
leading speaker. It was thought that 
he would give valuable pointers to his 
fellow agents. The Southerner arrived 
in town and produced a most amazing 
impression. He wore a celluloid collar, 
a self-adjustable black bow tie, a suit 
of clothes which would have created a 
riot on Broadway. In manner he was 
abrupt; in speech, without refinement. 
The superintendent of agents looked 


him over and could not diagnose his 
success. The officers of the company 
studied him with minute curiosity and 
were equally nonplussed. It did not 
seem possible that this was their star 
agent; and, yet, there was the record 


to tell the story! 


Betrayed His Success Characteristically 

Agents from a considerable territory, 
adjacent to the home office, arrived and 
the banquet started. The different offi- 
cers of the company made glowing 
speeches telling of the wonderful 
achievements in production scored by 
the star, who listened without chang- 
ing his expression, looking rather 
bored. The other agents stole surrep- 
titious glances at him, but remained 
puzzled. Finally, it came the star’s 
chance to speak. He arose, shifted 
about nervously, said doggedly: “How 
do I explain my success? There ain’t 
no explanation. I just go out and de- 
liver the goods.” 

He sat down. No one was disap- 
pointed in his eighteen-word speech. It 
explained the man. 

The largest personal producer in New 
York is a man who got his education 
through experience. He is not distin- 
guished for polish. He would not be 
picked out as a great salesman. He 
has no earmarks of dominating superi- 
ority; and, yet, he is able to write a 
Governor of a State, a financier of top 
rank, or an East side baker with equal 
ease. 

Another large producer in New York 
has the most remarkable flow of lan- 
guage that has even been heard outside 
of a political or evangelical conven- 
tion. He is a human dynamo, and when 


once he reaches a man he carries him 
along with a rush of eloquence that 
makes the prospect capitulate before 
he leaves his office. 


Courteney Barber 


One of the most unagent-looking 
agents in the life insurance business 
and one of the most successful is 
Courteney Barber, general agent of the 
Equitable Life Assurance Society in 
Chicago. Mr. Barber looks more like a 
university president or a clergyman of 
a large city church than a producer, 
and, yet, he has written more than a 
million a year on several occasions, 
and, even now, when he has the re- 
sponsibility of a large general agency 
on his shoulders, he does not find it dif- 
ficult to produce $700,000 of personal 
business in a year. 

So here we have a quartette of agents 
with strikingly contrasting personali- 
ties and all making good in the great 
field of life insurance, the common 
benefactor of humanity. The rough 
diamond, who wears a celluloid collar, 
and cannot give an intelligent expres- 
sion of his work, leads his company; 
the man who started humbly in the 
great city and has no surface polish 
achieves a remarkable success with 
people in all walks of life; the six- 
cylinder agent, with the gift of ora- 
tery, overcomes all obstacles; and the 
scholarly agent of quiet manner pro 
duces $700,000 a year while managing 
a big agency at the same time. Back 
of all this success is an intangible per- 
sonality that is impossible to describe 
by printer’s ink. In the slang of the 
day it can be called “punch.” 

Psychology of Interviewing 

In the case of Mr. Barber, however, 
there is a definite method of sales- 
manship that can be partly explained, 
and some account of this will be given. 

First of all, Mr. Barber realizes as 
few other agents and general agents 
do, the value of time. He also under- 
stands the importance of mood and the 
vantage point of attack. It has been 
said of him that “he has Chicago 
trained,” having educated business men 
there to the desirability of talking in- 
surance in an insurance office. He does 
not, nor does he permit one of his 
agents to make haphazard calls. If he 
wants to see a man he telephones to 
him, and makes an appointment. The 
agents work along the same lines. If 
possible, this meeting is to take place 
in the Equitable Life’s offices in Chi- 
cago. The advantages of fixing the 
place of meeting in the company office 
are many. The main point is one of 
psychology. It is explained as follows: 

When a person goes into a doctor’s 
office he does so for the purpose of 
consulting him about his physical con- 
dition. When he goes to the store it is 
to make a purchase. When he goes to 
church it is to listen to a sermon and 
to pray. So when a man calls upon an 
agent his mind is attuned to insurance. 
He is not thinking about the ball game, 
his wife’s dressmaking bills or Nis golf 
score. Thus, the agent commands his 
attention immediately and it is easy to 
drive home arguments. 

A cynical agent might say that it is 
all very well to talk this way, but how 
are you going to get a man to enter 
your office by just telephoning him? 
The answer is that Mr. Barber does it, 
and that his callers are the leading 
people of Chicago. 


Professionalizing Agency Work 

On the other hand, if a man does not 
have time to come to Mr. Barber’s 
office, or there are other reasons which 
make such a visit inopportune, Mr. 
Barber arranges the meeting in the 
prospect’s office. The same psychology 
is at work here, too. The prospect 
knows that a life insurance man has 
called to see him about life insur- 
ance. He is ready to hear the agent 
present his facts. This is done with 
simplicity and force. 

Great credit is due Mr. Barber for his 
work in putting life insurance on such 
a high professional basis in Chicago. 
His methods have helped the entire 
business. 

Everyone cannot have an attractive 
personality, and there is no way of 
measuring the degrees of charm. Ellen 
Terry was a great success in Bernard 
Shaw’s “Captain Brassbound’s Conver- 
sion,” while Gertrude Kingston, with 
almost as much experience and just as 
able technique, has not been. But it 
will be invariably found that back of 
personality is a system and a force 
which go a considerable way in win- 
ning success, and if an agent has not 
a winning manner he may have a num- 
ber of other qualities which will more 
than offset this. Certainly, many 
azents who are not of “the good fellow 
.ype,” or who have not those natural 
qualities which draw other men toward 
them, write a large volume of life in- 
surance. 

It will be interesting to see whether 
the National Association of Life Under- 
writers in its attempt to standardize 
salesmanship discovers the hidden 
force or punch. It may be able to fer- 
ret out the intangible in some manner, 
and present an analysis which will be 
even more valuable than the scope of 
the inquiry as first contemplated. 





DAY AGENCY KEEPS UP RECORD 

The million a month agency of Mu- 
tual Life in Chicago paid for over one 
million one hundred thousand new 
business for April. Forty-one agents 
qualified as delegates to field club to 
be held in San Francisco in August 
the combined production of forty-one 
delegates for the year ending April 30th 
approximately eight millions. They 
were: C. H. Anderson, Morris Augustus, 
T. W. Bardach, Henry Barnet, J. W. 
Barnet, E. A. Bennett, J. ‘A. Campbell, 
F. B. Caspari, E. B. Cook, C. L. Coyner, 
H. A. Deadman, F. H. DeTray, S. H. 
Foreman, H. 8. Foster, F. G. Gale, G. 
W. Gundaker, R. D. Hammond, Samuel 
Heifetz, H. T. Hendrickson, E. A. Herr- 
mann, I. B. Jacobs, C. Joys, Simon Kell- 
ner, O. F. Lengacher, L. J. Longini, T. 
T McCormick, J. H. Macdonald, F. H. 
Marienthal, F. A. Martin, W. D. Mid- 
dlesworth, J. F. Mock, J. C. Pompoco, 
David Schnitzer, A. C. Schwarm, Ben- 
jamin Steinfeld, C. A. Stone, J. H. 
Theobald, A. L. Thorsen, Geo. M. Vas- 
tine, C. O. Ward, C. H. Wasson. 





ATHLETE A LIFE MAN 

H. C. Mitinger has joined the Pitts- 
burgh department of the Phoenix Mu- 
tual Life and has taken up his new 
duties. Mr. Mitinger is a State College 
man and was a member of the Penn 
State ball team for three seasons. Later 
he played professionally for the Scran- 
ton team in the New York State League. 





Compulsory Deposit Law. 


ginia, Illinois and Indiana. 
Company. 





The Meridian Life Insurance Co. 


INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913......... - $23,869,332.00 
DEE céawewee eae amen 50458664 oeeucee ee 
PP vecues canes secGak dweeaee ee «+eeees 1,803,659.29 
Cae iw de < ie se -sengeleid we aierewn 453,249.23 
Death Losses ........ Raima dae Pere 105,363.49 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 


We have open territory for high grade men in the States of West Vir- 
If interested in a liberal contract, write the 








THE 
First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS 





Operates on a full 3 per cent. Re- 
serve under Massachusetts’ Law, 
and offers the best possible se- 
curity, with a safe, equitable con- 
tract. 


FINANCIAL STATEMENT 


Assets, Dec. 31, 

a eee $70,163,011.03 
Liabilities ........ 65,159,426.58 
ee $5,003,584.45 


ALFRED D. FOSTER, President 

D. F. APPEL, Vice-President 

J. A. BARBEY, Secretary 

WILLIAM F. DAVIS, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 

LATHROP E. BALDWIN, Manager 
141 Broadway, New York 








The “Home Life”’ 


The fifty-fifth annual state- 
ment of the Home Life Insur- 
ance Company, of which 
George E. Ide is President, pre- 
sents a record of substantial 
benefits to its policy-holders 
during the year and a solid 
growth in financial strength. 

Assets increased to $30,- 
631,248.70 after paying to 
policy-holders $3,110,507 in- 
cluding dividends of 


$571,024 


The insurance in force was 
increased by $4,533,420 and 
is now 


$120,893,433 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 











1865 --- Fifty Years Old --- 1915 





Unexcelled In 


Favorable Mortality 


AND 
Economy of Management 


The 
Provident Life 
and Trust Company 


OF PHILADELPHIA 
Rates of Premium Extremely Low and 


still further reduced by 
Annual Dividends 
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portunity, alertness, thoroughness, en- ENTHUSIASM 
terprise, concentration, and continues —_— 





Live Hints For Business Getters 


Practical Suggestions to Help the Man With the Rate Book Increase His 
Income and General Efficiency 

















When any great calamity 
befalls us, human nature 
on the immediately searches for 
Lusitania the source of blame. In 
the torpedoing of the Lu- 
sitania, the appalling loss of life 
would have been greatly reducéd if 
the ship had carried suflicient life pre- 
servers for all. 

We cannot blame the passengers, 
for this was not their fault. The im- 
plicit faith they had reason to place 
in so staunch a vessel would also fore- 
stall any question or suspicion on their 
part as to inadequate protection. 

Yet the same calamity which befell 
the Lusitania will doubtless never 
happen again in all history. 

However, others more certain and 
sure have always been, and will for- 
ever be, happening every day of every 
week of year till the end of time. 

Death, even when expected, forever 
comes as a Calamity. Yet just as 
surely as the second of time ticks off 
the years, snuffed out a life 


Arnett 


there is 


with every second. Your time may 
come with less warning than the tor- 


pedo gave the Lusitania. 

But all the passengers on the Ship 
of Life if they snatch them in time, 
provide themselves with life pre- 
excuse is theirs for in- 
adequate supply. When they deliber- 
ately refuse to protect and be pro- 
tected, the blame is theirs alone. 

Nor is there any guess about the 
protection from their life preservers. 
There is no floundering in the water, 
no stunning from floating wreckage, 
no possibility of being overlooked by 


may 
servers, No 








the life boat bound for the shore of 
income protection. 

Only eight million used policy life 
preservers in the United States for 
one hundred million people, exclusive 

fraternal insurance and assessment 
certificates. But as many different 
policies in different companies are 
carried by a large number of these 
people, it would probably be safe to 
Sa that only one man in fifteen 
ouches the life preserver held out to 

iim, preferring to run the risk of the 
vessel’s safety. 

Presen this thought while it is 
fresh in the mind of the world. If 

1 know your prospects sufficiently 
that you feel justified in enlarging on 


the details of both shipwrecks, do so. 
Handled wisely, you can certainly de- 
velop desire for protection in your 
prospect Vividly and forcefully hold 


thought of his un- 
life preserver and his need. 
Eugene ‘Arnett. 
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re him the 


Do you know of some man 


First or group of men—big busi- 
Over To ness. or ig professional 
Tackle men—who away deep in- 


side of you you just don’t 
feel confidence enough in yourself to 
tackle? asks the Weekly Bulletin of the 


Missouri State Life. 

Go straight and tackle that very 
man or those very men! 

Don’t let another day pass without 
your doing so! 

That is the only and very way to 


force out of you that feeling of timidity 
that is costing you big money. 

Mind is the master of matter. 

Your body and all your faculties are 
absolutely subservient to your mind. 

Your mind is the whole thing, as to 
power. It’s the ruler or the slave of 

ir body. 

Your spirit, your will, can make your 
physical self do anything within the 
range of human possibilities. 

Go straight to and tackle the very 
men whom your weaker self shrinks 
from talking life insurance to! Go at 
them with all the confidence in the 
world that your giant mind-power, giant 


will-power, When aroused can do what 
you want it to do—can accomplisn 
Mighty results, 
vo this and meet the surprise of 

your liie!—in finding how comparative- 
ly easy some seemingly great jobs are 
when you get right at them! 

~ * ~ 

One of the best asseis 
The Reputation of any business iusti- 


ota tution or pusiness 
House man, is a good repu- 
tatiou—a reputation 


ior painstaking, honest service, reliable 
representations and fair treatment of 
pavrons, 

Using this as a text R. W. 
of the lliinois Life, says: ‘ 

the reputation enjoyed by a life in- 
surance company in any community 
depends so largely upon the elliciency 
and reputation of its local reprasenta- 
tive that it becomes a matter otf first 
importance that those men who are 
commissioned as agents, or who are 
authorized to represent the company in 
any capacity, shall be of such charac- 
ter and caliber as will win respect for 
and confidence in the company which 
they serve. 

lf the local agent is a man vf high 
type and character, his fellow citizens 
have confidence in him, and, regardless 
of what competing agents may say, they 
also have confidence in the company 
which he represents, because they 
know that such a man, well informed 
on the business of life insurance, would 
not represent an unworthy company; 
and they are disposed to rely upon his 
recommendations and judgment in 
making their insurance investments. 

It is a sad but true comment on too 
many purchasers of life insurance pol- 
icies that in deciding as to their life 
insurance investment they are infiu- 
enced by and take the advice of men 
whose advice as regards any other 
form of investment they would not 
even listen to—and this, notwithstand- 
ng the fact that there is no invest- 
ment which the average man makes 
that is of more vital importance to him 
and his estate than his life insurance 
policy. 

If you are a life insurance salesman 
of the right sort, and it is because we 
believe you are that your contract of 
agency was approved, make it a point 
when meeting competition and in pre- 
paring your new policyholders against 
the ravages of the “twister” to call at- 
tention to the serious nature and the 
importance of the life insurance in- 
vestment, and to caution them against 
acting upon the advice of unreliable, 
irresponsible and inefficient agents. 

Good character and reputation are 
the insurance salesman’s best assets, 
and those agents who have such assets 
should remind prospects and policy- 
holders of them just as a bank which 
can show a good statement overlooks 
no opportunity of calling it to the at- 
tention of its customers. 

7 * = 
Warren M. Horner, of the 
Provident Life & Trust, 
Minneapolis, has designed 
a new efficiency idea in 
the shape of a drawing of 
At its top are the words: Op- 


Stevens, 


Horner’s 
Efficiency 
Key 


a key. 


as follows: 

“You can make changes in your work 
that will add to your efficiency and 
increase your income. 

“In geiting off a street car push the 
button and then walk to the rear plat- 
form and push it again to cinch the 
car’s stopping. 

“Most men only push the button once. 
Think this over. Make sure in each 
thing. 

“Be thorough. 

“Most men leave the things undone 
that impress the other fellow the most, 
or only do half enough of what they do. 

“Be strong on the return. The re- 
bounding force is what makes you 
plough through. 

“Enthusiasm makes you arrive.” 


* * * 
Generally speaking, 
Your Company: discussion about com- 
Its Talking pany matters is off 
Points the subject, as the 
prospects’ need and 
your ability to supply that need are of 
more vital importance, says Eugene 

Arnett. 


But the occasion sometimes arises 
when nothing will satisfy the prospect 
but full information about all that per- 
tains to the company, and no wide 
awake solicitor can afford to miss even 
one opportunity through lack in him- 
self. 

Insurance companies are practically 
all alike in their policy rates, but there 
is always a difference in the company 
itself in being either stock or mutual, 
participating or non-participating, old 
or new, home or foreign. Companies 
also differ in their policy forms offered 
from time to time. What is of greater 
interest and importance to the policy- 
holder however is the difference in the 
rate of interest, mortality experience 
and expense of home office maintenance 
with the result of consequent larger or 
smaller dividends for the policyholders. 

Valuable information for such a can- 
vass may be secured in an abbreviated 
form in “Just Facts,” which is author- 
ity so far as it goes. If more detailed 
information is desired, it may be ob- 
tained from the Compendium of Official 
Life Insurance Reports. 

Acquaint yourself thoroughly on these 
points, especially about your Own com- 
pany and those with whom your compe- 
tition is keenest. Ascertain just where 
your company is superior to others and 
make that your principal talking point 
in developing desire. 

Clever advertisers have learned to 
take a single superior point about an 
article they are advertising and make 
it so prominent, so distinctive, so ap- 
pealing as to create demand which 
would otherwise never exist. 

You can make your company’s supe- 
riority or that of your policy form so 
strong, so important, so essential that 
your prospect wil] feel it necessary to 
his well being and that of his friends. 

You can readily see how important 
it is that the point of superiority be 
an honest one, as it will forever after 
be his reason and explanation for 
action. 

There is one danger point in such a 
canvass if used too often, however, 
i. e., the tendency to overlook the need 
of the patient in administering the 
medicine. 

= * s 

The Western States Life Insurance 
Company of California, expects to 
write $6,000,000 cf paid-for life insur- 
ance this year. 
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“BUILT FOR ALL TIME” 


San Antonio Life Insurance Co. 


SAN ANTONIO, TEXAS 
GROWTH IN ASSETS 
$426,085.00 
485,915.57 
543,004.04 
607,788.11 
cure agency contracts by writing 
HENRY A. HODGE, President 


INSURANCE IN FORCE 

$2,629,020,00 
4,083,650.00 
4,715,584.00 

6,134,044.00 











A New interpretation of an Old Subject 
Given by Federal Life Insur- 
ance Company 





Genuine enthusiasm is a ringing, 
smashing punch behind your selling ar- 
guments when working with your pros- 
pect. Always be enthusiastic. Enp- 
thusiasm with some of our representa- 
tives is spasmodic—they allow it to 
evaporate too quickly after securing an 
application. Perpetual enthusiasm is 
valuable. It is the glow, the health, 
the radiation that the salesmanship of 
the agent indicates in his words, ac- 
tions, expressions, etc. Enthusiasm 
begins in the mind but depends to some 
degree on the body and is possible only 
when the belief in your company and 
their policies and the determination to 
sell them are present. Sunshine break- 
ing through the clouds is much like en- 
thusiasm. It makes those within its 
focus work more sprightly, smile where 
they have frowned and become am- 
bitious to achieve greater results. En- 
thusiasm is a contagion of optimism 
which radiates from the agent who 
feels that optimism and who passes 
that optimism on to the prospect to 
whom he talks. 

Get that enthusiasm which tingles 
all the way from the back of your neck 
to your finger tips. Always feel as 
though you have just stepped out of a 
shower bath and had taken a brisk rub 
down. Be alive with energy and fee} 
no ill toward anyone. Practice along 
this line becomes less of an effort as 
days go by and you feel that you are 
living in a grand old world. Enthusi- 
asm is the result of the care you give 
yourself, the manner in which you con- 
serve your energy and is the cause of 
that smashing punch which you use in 
your sales arguments and which will 
Lring the signature to the dotted line, 

Just as enthusiasm makes the great 
orator, puts the vim into every word he 
speaks, makes him live every word, so 
does enthusiasm in the Life Insurance 
salesman seem to put life into whatever 
re does or says. Enthusiasm ts a posi- 
tive force—a definite energy that car- 
r‘es thoughts from your mind and drills 
them into the minds of your prospects. 
It is like the clear tones of a bell 
There are no muffled notes and conse 
quently there are no flaws. It is the 
key note of mind and body in tune, and 
like any agreeable thing it makes others 
giad to hear it and witness it—Federa! 
Life Insurance Company. 





TO PREPARE NEW MORTALITY 
TABLE 


(Continued from page 2.) 


lished in 1912, by a joint committee of 
the Association of Life Insurance Medi 
cal Directors and of the Actuarial So- 
ciety of America, shows distinctly low- 
er rates of mortality than does the 
American Table; and a paper in which 
it is shown that reserves on the basis 
o* the Medico-Actuarial table are gener- 
ally higher than those on the basis of 
the American table will be presented 
by Mr. Moir to the Actuarial Society 
at its present meeting. This word of 
caution is not needed for those familiar 
with Actuarial science, but it may serve 
to remove from the minds of others a 
possible misconception regarding the 
probable results of the work now under 
consideration.” 


Election of Officers 


The actuaries re-elected the follow- 
ing officers: President, J. M. Craig; 
vice-presidents, William R. Hutcheson 
and Henry Moir; secretary, Robert 


Henderson; treasurer, David G. Allsop; 
editor, W. M. Strong. The Society 
elected three new members of the 
Council. They are B. D. Flynn, Trav- 
elers; David E. Kilgour, North Ameri- 
can Life of Toronto; and Herbert B. 
Dow, New England Mutual Life. 
Among the interesting papers read 
were “The Income Tax on Annuities,” 
by John S. Thompson, Mutual Life; 
and “The Valuation of the Death Bene- 
fis Under the Workmen’s Compensation 
Act of New York,” by Edward Olifiers. 
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ZEPPELIN INSURANCE 








jnaugurated by Several British News- 
papers—Difficulties of Operators 
Explained 





The insurance against Zeppelins in- 
augurated in London by several news- 
papers has doubtless fulfilled its ob- 
ject by increasing their circulations, 
but in the case of journals which carry 
out the whole transaction themselves, 
without the assistance of insurance 
companies, this advantage has been al- 
most offset by the extra staff required 
to look after this section of the busi- 


ness, and the continual trouble with 
the insured, says a British exchange, 
The Record. Those who take ad- 


vantage of the offer (says a contributor 
versed in the by-paths of insurance) 
belong almost invariably to the labor- 
ing classes. The material of the 
coupon which has to be filled in is, 
generally, ordinary newspaper, which 
does not “hold” ink unless it has been 
previously warmed, a precaution that 
few take. As a result, the writing on 
a vast number of coupons is an indis- 
tinguishable blur. Each person sign- 
ing a coupon is entitled to a receipt. 
Those coupons on which the name and 
address are sufficiently plain are ac- 
knowledged ; the others are marked 

“Queries,” and are put aside to be 
dealt with by those of the extra hands 
who, from long experience of difficult 
writing, are considered experts at such 
work. Magnifying glasses, directories, 
local gazetteers, are all brought into 
use. The names of towns from which 
the extra staff came, and of other places 
with which they are acquainted are 
marked up on a list, and the call is 
often heard: ‘“Blackpool—Jones, do you 
know this address? Lowestoft—Smith, 
can you make anything out of this 
coupon?” 

Many coupons cannot be acknowl- 
edged, and the insured often write com- 
plaining of the omission. Very often 
these reproachful letters—whilst their 
general tenor can be gathered—leave 
the most important part, the address, 
equally vague. Some do not even 
trouble to put down their place of resi- 
dence. “You have my address on the 
coupon I signed,” writes Mrs. 
“why have you not acknowledged it?” 
The locating of the “shaky” coupons is 
largely guesswork, and when a claim 
comes in, and some people have put in 
claims merely because a Zeppelin has 
passed over their town, a considerable 
amount of research work is necessary 
before the right coupon is found. Be- 
sides all this there are abusive letters 
te be dealt with, many of which, for- 
tunately, cannot be clearly read, and 
the vague threats that pour down on 
those doomed to deal with this part of 
the work pass unheeded. 








MARYLAND’S APPOINTMENT 

The Maryland Life announces the ap- 
pointment of S. L. Miller & Son of 
Columbia as general agents for their 
Company in South Carolina. S. L. Mil- 
ler has been in the life insurance busi- 
ness for a number of years. He repre- 
sented the Mutual Life of New York in 
South Carolina for about twenty-five 
years. Later, his agency represented 
that Company in North Carolina. After 
time he moved to Columbia and 
became general agent for the ‘American 
National Life of Lynchburg, Va. When 
this company consolidated with the 
South Atlantic Life, he became State 
agent for the Reliance Life. 

NEW YORK LIFE MEETINGS 

The $100,000 Club of the New York 
Life will be held at Cedar Point, near 
Sandusky, O., for Eastern members; 
and at Glenwood Springs, Colo., for 
Western members. The $200,000 Club 
wil] hold its convention in Glenwood 
Springs. 


some 


The Detroit Life increased its re- 
serves $21,626; its insurance in force 
$354,422; its new paid-for business 
$138,500, during the first quarter of 
1915. 








TRAVELERS RATES REDUCED 





The new reduced rates of the Travy- 
elers went into effect on May 17. On 
uniform premium contracts the pre- 
miums for the more usual forms for 
$1,000 insurance are as follows for the 
ages given: 
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PHOENIX MUTUAL CONVENTION 





About 175 Delegates Attend Niagara 
Falls Meeting—Annual Banquet 
Held at Clifton Hotel 





Niagara Falls, Ont., Canada, May 26.— 
Managers and field men of the Phoenix 
Mutual Life Insurance Company of 
Hartford opened their annual conven- 
tion here Monday in Clifton Hotel, 
about 175 delegates being in attend- 
ance, including President J. A. Hol- 
combe, Vice-President A. A. Welch, 
Assistant Secretary O. M. Thurman 
and other officers of the Company. 

The first session was held in the con- 
vention hall at 10 o’clock Monday morn- 
ing. 

The meeting was given over entirely 
to preparation of reports and a discus- 
sion of business conditions through 
the territory covered by the Phoenix 
Mutual. Another similar session was 
held Tuesday morning. Tuesday morn- 
ing the delegates took the gorge route 
trip. Two meetings were held Wednes- 
day and another will be held Thursday 
morning when officers will be chosen 
for the ensuing year. The annual ban- 
quet of the organization was held to- 
night in Clifton Hotel. 





WORLD’S CONGRESS SPEAKERS 


Darwin P. Kingsley, president of the 
New York Life Insurance Company of 
New York; Charles C. Moore, presi- 
dent of the Panama-Pacific Internation- 
al Exposition; the Hon. Hiram W. 
Johnson, governor of California; the 
Hon. James Rolph, Jr., mayor of San 
Francisco, and the Hon. J. N. Gillett, 
governor of California during the re- 
construction period following the dis- 
aster of 1906, have accepted places on 
the program of the first day of the 
World’s Insurance Congress, according 
to the announcement of Commissioner 
W. L. Hathaway. 





The State Life of Indianapolis has 
issued policies on nearly 600 Canadian 
volunteer soldiers. 





The West Coast Life of San Fran- 
cisco has re-insured its business in the 
West Coast-San Francisco Life. 





No doubt, the difference between suc- 
cess and failure can be measured by 
perseverance, 
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METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 


Insurance Company 


(Incorporated by the State of New York) 


Of the People 
The Company By the People 
For the People 


The Daily Average of the Company’s 
Business during 1914 was: 
626 per day in Number of Claims Paid 


8,040 per day in Number of Policies 
Issued and Revived. 


$1,708,728 per day in New Insurance 
Issued, Increased and Revived. 


$305,754.00 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$161,826.87 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 








OLDEST 


Southern Life 


Lisbilities scecesccee eS eeusiades 
Capital and Surplus. paneone 
Insurance in Force. . 
Payments to Policyholders since Organization. 


Is Paying its Policyholders over .......... 


ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


- LARGEST 
Insurance 


Issues the most liberal forms of Policies from $1,000.00 to $50,000.00 
CONDITION ON DECEMBER 31, 


GOOD TERRITORY FOR LIVE AGENTS 


- STRONGEST 
Company 


1914; 





$1,250, 000. 00 annually 








WILLIA M N. COMPTON 


General Agent 
Metropolitan District 


St. Paul Bldg., 220 Broadway 
NEW YORK, N. Y. 


DETERMINATION and ENERCY 


never before encountered such OPPORTUNITIES for 


LIVE ACENTS 


as are offered by the Policy Contracts 


OF THE 










Saint 
INSURANCE —m 
MASSACHY 


OF SOSTON 











Assets over One Million. 


(average One Million a month). 
We want a capable general 
important open territory. 





The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


insurance in force over Twenty Millions of dollars. 


Business received first eight months, 


1913, over Eight Million 


agent for vacant office. 











PLAYING A MAN’S PART 

What spectacle is more grand, more 
inspiring, and more stimulating than 
that of a great, big man—not neces- 
sarily big in stature—who firmly, 
and squarely steps forward to meet and 
unfalteringly performs the duties of his 
occupation? How much better does he 
look—this man who plays a man’s part 
in a manly way—how much greater 
respect do we have for him than for 
the man who tries to shirk as many 
duties and responsibilities as he can 
and aims to get along with doing as 
little as possible. The difference be- 
tween the two in our esteem is hardly 
measurable. The world sees in the 





success-ward bound; in 
the other, a man who cannot hope to 
rise above mediocrity, so long as he 
maintains his attitude, says the Equita- 
ble Life of Washington. 

This business of life 
essentially a man’s business. 
little that is of promise to maudlins, 
weaklings, and all who are not ready, 
willing, and anxious to take and play 
the part of a man, On the other hand, 
however, nowhere else will the man 
who is willing to play a man’s part. 
find greater opportunity and scope for 
the expression of his abilities and more 
justly compensatory rewards for his 
efforts. 


one, a man 


insurance is 
It offers 
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York, N. Y.; under the act of Congress 
of March 8, 1879. 








ANNUAL MEETINGS ABROAD 


The annual meetings of the British 
companies are being held. The fire 
underwriting returns, received from 
London, are of unusual interest in view 
of the war. The premium incomes 
of the leading tariff companies fell off 
one-half of one per cent., 1914 premium 
income being £26,241,538. 

Losses increased from £13,601,444 
to £14,931,481, representing 56.9 per 
cent. of the premium. Expenses and 
commissions increased from £9,704,- 
700 to £9,810,256. It will thus be seen 
that expenses and losses absorbed 
about 94% per cent. of the premiums. 
From all parts of the globe come 
pessimistic fire insurance figures. 
The business is undoubtedly passing 
through a crucial period, which goes 
to make the agency of a strong com- 
pany a greater asset than ever before. 





A HIGH STANDARD OF ETHICS 


An interesting correspondence has 
been published between I. J. Cahn, 
manager of the Ordinary Department 
of the Metropolitan, and officers of the 
Pacific Mutual Life. Mr. Cahn heard 
that a Pacific Mutual policyholder in- 
tended to lapse his Pacific Mutual 
policy and take out a policy in the 
Metropolitan. The Metropolitan re- 
fused to take action on the application, 
and when the policyholder was told 
this he did not like it. At the same 
time Mr. Cahn wrote to the Pacific 
Mutual, the concluding paragraph of 
the letter being as follows: 

“The purpose of this letter is to give 
you the opportunity to save your policy 
and we will take no further action un- 
til we hear from you either that you 
have succeeded in saving your policy 
or that it cannot be done.” 

The Pacific Mutual wrote saying that 
this was the first time in its experience 
that such a letter had been received. 

The Company expressed itself as be- 
ing delighted by such fairness and 
Magnanimity, which seemed to indi- 
cate the dawning of a new era in life 
insurance. The Metropolitan also 
wrote a letter to the assured, part of 
which is reproduced herewith: 

That a policyholder in another company has 
the unquestioned right to discontinue such a 


olicy and apply to another is not debatable. 
is right is unquestioned. However, a self- 


resvecting insurance company may impose upon 
its agents such regulations and_ instruetions 
as will prevent them from persuading a policy- 
holder to discontinue his insurance in another 
company, or from presenting its contracts in 
such a manner as to create dissatisfaction 
in the mind of such policyholder with respect 
to the insurance he holds in another reputable 
company. it is true that the Metropolitan is 
a larger company than the one in which you 
want to surrender a policy, but nevertheless 
that other company is a good one, and as 
evidence of the sincerity of this statement by 
the subscriber he may tell you that for years 
he has carried a policy of $10,000 in that 
company. 

This is certainly an unusual case, and 
life men will agree with President 
Cochran, of the Pacific Mutual, whose 
comment was as follows: “When all 
companies adopt this high standard of 
ethics the great business of life insur- 
ance will be far in the lead over any 
other business toward the goal of 


human conduct—the Golden Rule.” 





INDUSTRIAL COMMISSION 





John Mitchell Will Head It—Lynch, 
Rogers, Lyon and Wiard Other 
Members 





Albany, May 24.—Gov. Whitman ap- 
pointed the following members of the 
State Industrial Commission, which su- 
persedes the Workmen’s Compensation 
Commission and the State Labor De- 
partment: 

John Mitchell, Mount Vernon, chair- 
man; James M. Lynch, Syracuse; Wil- 
liam H. H. Rogers, Rochester; Edward 
P. Lyon, Brooklyn; Louis Wiard, 
Batavia. 

Mr. Mitchell is the only member of 
the former compensation commission 
to be retained. Robert F. Dowling, 
chairman of the old commission, Dr. 
Thomas Darlington and Howard T. Mo- 
sher were legislated out of their $10,- 
000 jobs by the consolidation bill. 

Mr. Mitchell, at present a member of 
the Workmen’s Compensation Commis- 
sion, was formerly president of the 
United Mine Workers of America. He 
was named to represent the Progres- 
sive party on the Board. Lynch, the 
present Labor Commissioner and torm- 
er president of the International Typo- 
graphic Union, is a Democrat. His 
salary as Labor Commissioner was $8,- 
000, with $2,000 a year for expenses. 

The other three members are Repub- 
licans. Rogers is president of a manu- 
facturing company, and also a former 
president of the Rochester Industrial 
Exposition Association. Wiard also is 
a manufacturer. He is a former mayor 
of Batavia; Lyon is an attorney. He 
is a graduate of Columbia University 
and is president of the Brooklyn 
Young Men’s Christian Association. 





QUAKER HONESTY 


The Fire Insurance Society of Phila- 
delphia is responsible for this story: 

The following letter from Special 
Agent to Home Office refers to a case 
which may be conservatively classed as 
“somewhat” exceptional, 

“Enclosed please find check drawn by 
the assured to the order of the Com- 
pany for fourteen dollars. 

“This assured was covered by Com- 
pany Policy No. 5951931 and a small 
fire occurerd in his premises in Febru- 
ary last. 

“One of the items taken into consid- 
eration at the time of the adjustment 
of the loss was the painting of a room 
and hall. 

“The loss was settled for 255.00, and 
after draft was sent to him he decided 
that as prior to the fire he had intend- 
ed to re-decorate the entire interior of 
the house, the smoke damage done at 
the time of the fire should not have 
been paid for by the Company. He, 
therefore, returned the above amount.” 





ABANDONS SERVICE BUREAU 


The Service Bureau of the Health 
and Accident Underwriters’ Conference 
has been abandoned because of lack of 
support. F. L. Sward was manager. 














| The Human Side of Leswranee 




















CHANNING WEBSTER BRANDON 





Channing Webster Brandon, presi- 
dent of the Columbus Mutual Life In- 
surance Company, is an interesting fig- 
ure in life insurance in the Middle 
West, being a man of considerable 
imagination and vnusually firm when 
he once takes a stand. Some of his 
achievements and policies which have 
attracted attention are these: The 
Columbus Mutual kept within its ex- 
pense loading during its early years. 
The managerial expenses were cut in 
two by charging one-half of all salaries 
to the accident and health department. 
The Company gives policyholders a 
guaranteed premium reduction. It also 
gives the double indemnity and total 
disability benefits, and these provi- 
sions are contained in its regular life 
policies. The Company does not em- 
ploy general agents. Every agent deals 
directly with the home office. No ex- 
clusive territory is specified in the 
agency contract. Every agent can 
solicit insurance and appoint other 
agents in the three States where the 
Company does business—Ohio, West 
Virginia and Michigan. The Company 
pays no extras, no office rents and no 
office expenses except those of the 
home office. The stock of the Com- 
pany was placed with physicians, law- 
yers, bankers, representative farmers, 
business men and agents. The total 
capital is only $125,900. 

Mr. Brandon has been identified with 
insurance for a third of a century. He 
was a large producer as an agent and 
as a general agent. During his field 
experience he conceived ideas that an 
insurance company should be demo- 
cratic, and in building up the Colum- 
bus Mutual he had this idea upper- 
most. The Company recently purchased 
a large residence at Broad and Elev- 
enth streets, Columbus, and turned it 
into a home office building. The Com- 
pany is seven and a half years old, and 
has about 96,000 insurance in force. 


Colonel Frank K. Patterson, for 
more than thirty-one years an active 
figure in the Western Pennsylvania 


field, has resigned as special agent of 
the Royal Insurance Company. His 
successor is Christian Moller, for many 
years chief examiner in the New York 
office of the Royal. 


* ” * 


Clarence F. Low, manager of the 
Liverpool & London & Globe in New 
Orleans, has been elected president of 
of the Southeastern Underwriters’ As- 
sociation. F. C. Buswell, of the Home, 
is vice-president. 


W. O. H. Dodge, assistant manager 
of the Mutual Life in Montreal; Andrew 
McPhail, referee of the Company in 
Montreal, and his son Jeffrey, are in 
the same regiment fighting for the 
Allies in Northern France. Colonel 
Dodge has written same letters io 
friends in New York, telling of thrill- 
ing experiences, particularly in ep- 
countering poisonous gases. He says 
that the Germans squirt the gas out 
of their trenches or from pipes; that 
the fumes sicken the soldiers and make 
them reel about, after which machine 
guns mow them down. Colonel Dodge 
says he has seen many of his comrades 
shot down, and no one can over-empha- 
size the horrors of war. 


* = *# 


Charles A. Plamondon’s body and 
that of his wife, arrived on the Ameri 
can liner New York on Monday. Both 
lost their lives in the Lusitania trag- 
edy. Mr. Plamondon was president of 
the Illinois Manufacturers’ Casualty 
Association of Chicago. The bodies of 
Mr. and Mrs. Plamondon had 
placed in coffins inclosed in one 
case, which was received at the pier 
by Charles A. Plamondon, their son, 
who was accompanied from Chicago by 
Dr. John B. Murphy, the famous sur- 
geon, an old and intimate friend of the 
Plamondons. The son was overcome 
when the stevedores took the case to 
the pier and he kad to leave the ar. 
rangements for shipping the bodies of 
his parents to Chicago in the hands of 
Dr. Murphy. 


been 


big 


* * * 


Stanley G. Martin, superintendent of 
the liability department of the Hart- 
ford A. & I. Co., who has been made 
a member of John Paulding Meade & 
Co., Boston, has had fifteen years’ ex- 
perience in liability and compensation 
underwriting. 


NEW DISABILITY POLICY 





Standard Life Increases Principal Sum 
50 Per Cent. at Second Year— 
Double Weekly Indemnity 





4 The Standard Life of Pittsburgh is 
issuing a “Second Year Increase Disa- 


bility Policy.” Commencing with the 
second year the principal sum is in- 


creased 50 per cent. and the accident 
weekly indemnity is doubled. 





THREE NEW STATE AGENTS 


C. H. Boyer, manager of the casu- 
alty department of the National Life, 
U S§. A., announces the following ap- 
pointments for the monthly payment 
department: M. L. Graves, State 
agent for California; J. H. Johnson, 
State agent for Oregon; W. H. Perry, 
general agent, Indianapolis; F. A. 
Haulk, general agent, Canton, Ohio; 
Ed. C. Leisinger, general agent, Den- 
ver; Fred Velasco, general agent, La 
Junta, Colo.; W. J. Matthews, State 
agent for Montana; R. G. Boyer, gen- 
eral agent, Elgin, Ill.; J. M. Baily, gen 
eral agent, Seattle, Wash. 





NEW TRUCK FOR WHEELING 


Wheeling has received a new automo 
bile aerial truck which cost $9,000. It 
has a number of new features, includ- 
ing a turntable to turn ladders. With 
it a ladder can be raised in four sec- 
onds. It will displace an old hook and 
ladder truck. 


SUBWAY BOND PLACED 


The Seventh avenue, New York, sub- 
way extension contract bond was re- 
cently placed in the Brooklyn brancu 
of the United States Fidelity & Guar- 
antee. The bond called for $200,006 
On a contract price of $1,937,509. 
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Fire Insurance Department 
SUBURBAN AGENTS TO MEET’ 








COMMISSION QUESTION UP AGAIN 





Tarrytown Rates Will Also be Dis- 
cussed at Gathering in That 
City Next Week 





Fire Insurance Agents’ Pro- 
teclive Association, organized to meet 
conditions in the suburban field, will 
hold a meeting in Tarrytown next week. 
The association has 450 members. The 
first step taken by the association was 
an effort to bring about a flat 25 per 
cent. commission on business in the 
suburban territory. The association 
was formed in October, 1914. W. P. 
Blackman, of New Rochelle, is presi- 
dent of the association. Two questions 
that will come up at the meeting are 
numissions and the re-rating of Tarry- 
town by the Suburban Exchange. 
Agent’s Viewpoint 
Commenting upon the suburban sit- 
uation a member of the agents’ associa- 
said to The Eastern Underwriter 
week: “County boards were formed 
ident with the Suburban Ex- 
change eight years ago. At that time 


The 





the ruling commission to agents was 
25 per cent., although this was not the 
result of any associated action, for the 
companies had no agreement regard- 
ing commissions. An agreement was 


drawn up by the companies later and 
signed by all the agents in which the 
companies held out the promise that in 
consideration of making the agents’ 


commissions 20 per cent., all brokerage 


business accepted by them in the future 
would be written through the local 
agents at a 10 per cent. overwriting 
commission. All agents appointed 
would be properly qualified under the 
rules of the local boards which required 
each agent to have a regularly equipped 
office in the place where he writes 
business, and that his principal busi- 
ness should be that of a local agent 
and not a broker. He would also be 
required to join the local board which 
should first pass upon his qualifica- 
tions with the right to appeal to the 
executive committee in case of injus- 
tice. 


“The agents were all required to sign 
this agreement and the companies be- 
came a party thereto, binding them 
selves to fulfil these conditions. 

“However, many brokers, men in 
brokers’ offices and others who were 
not properly qualified under the rules, 
notwithstanding the 


were appointed 

fact that they had not been approved 
by the local boards. Head suburban 
agencies were authorized by some of 
the companies to do business in the 
suburban field over the heads of the 


local agents. A few months ago brok- 
erage commissions were increased from 


10 per cent. to 15 per cent., cutting 
down the agents’ overwriting commis- 


sion from 10 per cent. to 5 per cent., 

in spite of the protests of the agents. 
A New Agreement 

“A new agreement was then formu- 


lated which the agents were required 
to sign, including the increased broker- 
age of which they did not approve. 

“As the local board appeared to be 
wielding no influence, is was deter- 
mined to form an independent organ- 
ization for the protection of the in- 


terests of the agents and also to bring 
about a better understanding between 


the companies and the agents. This 
was accomplished in the formation in 
October, 1914, of the Fire Insurance 
Agents’ Protective Association. 

“The stand of the agents and of the 
association is that the present compen- 
sation is inadequate in comparison 
with the commissions paid to fire in- 
surance agents in other places such as 
in Boston where suburban agents, Class 
A, receive 20 and 25 per cent., and in 
nine New Jersey counties where they 
receive 20 and 25 per cent. In Buf- 


Ffalo the suburban agents are paid 15, 


25 and 30 per cent. with 5 per cent. 
contingent. The New York suburban 
agents pay 15 per cent. brokerage and 
receive only a 20 per cent. flat com- 
mission with a 5 per cent contingent 
on the net profits. 

“Because they are still trying to se- 
cure higher commissions, the agents did 
not want to enter into a new agree- 
ment until this question was settled, 
fearing that it would prevent the same. 
The association sent out statements 
last month telling agents that their 
signing would not interfere and that 
it would secure for them a 5 per cent. 
contingent computed from July 1, 1914, 
if signed before May 15. Most of the 
agents have taken advantage of this 
and have been approved by the execu- 
tive committee of the Exchange, who 
have requested the companies to pay 
the contingent. 

“In a letter read at the annual meet- 
ing of the Exchange on April 22, the 
association asked that a committee be 
appointed by the Exchange to co-oper- 
ate with one from the association with 
a view to bringing about a better under- 
standing regarding commissions. The 
letter was laid on the table without dis- 
cussion, but a reply is expected at the 
meeting of the association to be held 
in Tarrytown next week. In the mean- 
time, the companies have taken the 
matter up and have appointed a com- 
mittee to investigate.” 

Tarrytown Situation 

Another matter which will occupy 
the attention of the meeting at Tarry- 
town will be the local conditions in 
that village. Schedule rates have been 
applied to the village and agents say 
that they have proven a hardship be- 
cause of outside competition and other 
peculiar circumstances. The associa- 
tion has requested the Exchange to 


apply schedule rates to the whole 
county in the future instead of one 
location. 


The local agents are opposed to the 
present rating. Previous to the appli- 
eation of the schedule, Tarrytown was 
one of the lowest rated towns in the 
State. 

A frame building occupied as a 
goods store with a dentist’s office 
living rooms above, is rated by 
Exchange at 1.08, contents 1.53 
household furniture 1.25, while 
Schall Hotel, a brick building on the 
corner of the same street with a bet- 
ter exposure, is rated at 2.72, contents 
3.10 and furniture 2.93, agents say. 
The frame building has had two fires in 
the past three years, whereas the 
brick building has had no fires at all. 
The mutual and co-operative companies 
not bound by the regulations of the 
Exchange are able to underbid the 
rates of the stock companies on every 
class of risk, so that the agents of old 
line companies have lost a consider- 
able portion of their business. 

At the present time, the Exchange 
is re-rating Tarrytown and the agents 
are hoping for immediate relief from 
this source. 


Comment by Member of Exchange 

Commenting on the situation at Tar- 
rytown a member of the Suburban Fire 
Insurance Exchange said this week: 

“On the question of re-rating Tarry- 
town the Exchange joined with other 
rating associations of the State in the 
adoption of a mercantile schedule that 
would comply with the expressed 
wishes of the Insurance Department in 
the adoption of a mercantile schedule 
for use throughout the State. The re- 
rating of mercantile properties under 
this schedule is designed to prevent 
any discrimination between risks, and 
replaces in a large measure the judg- 
ment rates which were formerly in 
effect. It is impractical for the Ex- 
change to employ a sufficient number 
of inspectors to rate an entire county 
at once, but the re-rating is being done 
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GOODS IN TRANSIT 





Steamship Companies Agree to Discon- 
tinue Practices Complained of 
By Department 





Complaint was recently made to the 
New York Insurance Department of the 
practice of the North German Lloyd of 
issuing policies to their passengers 
covering goods, not only while in tran- 
sit, but for a definite period irrespéctive 
of where the goods might be. After a 
number of conferences with represen- 
tatives of the Company, the practice 
was discontinued, not only by that Com- 
pany but by others, and an amended 
policy adopted which gives coverage 
only while the goods are under the 
jurisdiction of the carrier insuring com- 
pany or some other company which 
continues as a carrier of the insurer. 


as rapidly as possible. Most of the 
complaints regarding the new mercan- 
tile rates in Tarrytown are due to 
frame ranges there, to structural de- 
fects and housekeeping conditions. It 
should be remembered that the mutuals 
are using assessment policies.” 
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Caledonian Increased Assets $600,000 
During 1914, Despite Business 
Depression and War 





The annual report of the Caledonian, 
according to a letter received in New 
York from the home office this week, 
shows an increase of assets during 
1914 of $800,000. The total assets are 
now $20,510,000. 

The net premiums in the fire insur- 
ance division for 1914 were $2,250,000. 
BALTIMORE INJUNCTION SUIT 
The attempt of a Baltimore broker 
to enjoin the Baltimore board from 
expelling him for violation of rules is 
attracting attention among under 
writers. He charges that the board is 
is a trust. E. R, Hardy and other in- 
surance men have testified in the case. 
CHANGE IN GOERKE LINE 
It is reported that the line of the 
Goerke Co., dry goods, Newark, has 
been secured by the T. W. Griffith Co., 
Newark. It was controlled for some 





years by Tanenbaum, of New York. 
Victor C. Roth, secretary of the Se- 
eurity of New Haven, is visiting the 


Pacific Coast. 
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Pennsylvania, 


A reputable, well established and equipped General 

Agency desires additional underwriting facilities for 

Southern New Jersey and Maryland. 

CORRESPONDENCE 
Address “GENERAL AGENCY” 

Care of The Eastern Underwriter, New York City 
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ANNUAL MEETING OF NATIONAL BOARD 











NO PLAN FOR WRITINGS YET 


ACTUARIAL COMMITTEE REPORT 


Situation Complicated By Demands of 
Individual States for Classified 
Experience 


One of the most interesting reports 
read at the National Board’s annual 
meeting this week was the report of 
the Actuarial Bureau Committee, of 
which BE. G. Richards is chairman, In 
discussing writings the Actuarial Bu- 
reau Committee reported to the annual 
meeting: 

“Doubtless our members, or at least 
some, will wonder why plans for the 
reporting of writings have not been 
perfected and promulgated. ; 

“The work involved in the launching 
oi so great an undertaking as the Actu- 
arial Bureau is not readily comprehend- 
ed by the casual observer. The field 
was new and the education of a staff 
for carrying on the work has been but 
a moderate share of the pioneering 
necessary. 

“Very early it became evident that 
the first year would be needed for 
bringing the operations of the loss de- 
partment into proper method and order, 
leaving little or no opportunity for tak- 
ing up the question of writings. Neither 
the office staff nor your committee 
could wisely attempt further labors for 
tle present, while we felt quite confi- 
dent that a year’s practice by the com- 
panies’ employes in the use of the new 
classification would insure better work 
after January 1, 1916, whatever plan 
for reporting writings to the Bureau 
might then be found necessary. 

“Upon the appointment of the new 
committee to succeed the committee 
whose term now expires, it is hoped 
that this part of the classification work 
as to ‘how and when’ may be solved 
speedily and satisfactorily. 

“The demand from individual States 
for separate classification of State ex- 
perience has not ceased; on the con- 
trary, such classification, each in dif- 
ferent form from the National Board 
standard, is now a statutory require- 
ment in Texas, Louisiana, Illinois and 
Missouri, with the possibility that re- 
cently enacted laws in one or more 
other States may be similarly con- 
strued. 

The Missouri Code 

“The most drastic of these laws is 
that contained in the Insurance Code 
recently enacted by the State of Mis- 
curi—by which the Superintendent of 
Insurance is empowered to call for the 
classified experience of each company 
in every State, and may require the 
Rating or Actuarial Bureau at St. Louis 
to compile such experience, class by 
class, for his use. ; 

“It should be noted that the work of 
standardizing and combining statisti- 
cal records of all fire losses and insur- 
ance writings in the United States, 
which the National Board has under- 
taken, was not commenced until a 


unanimous pledge to support that work 
had been obtained from the Fire Mar- 
shals’ Association and the Insurance 
Commissioners’ Convention. Such leg- 
islation has, however, endangered the 
objects and purposes of the Actuarial 
Bureau having this work in charge and 
that danger has become more imminent 
and is more serious than your commit- 
tee anticipated, when reporting to the 
special meeting of the Board, October 
29, 1914. 

“Each of these State laws requires 
a classification of premiums, in addi- 
tion to writings and losses, and as the 
Bureau plan of this Board makes no 
provision for reports or tabulations of 
premiums, compliance with the stat- 
utes referred to presents a problem for 
each company, which this Actuarial 
Bureau cannot shoulder even if it 
would. The complicated burden which 
the demands of Illinois presented to 
the companies is quite fresh in our 
memories. 

“It must be evident to all familiar 
with the subject that a compilation of 
premiums by classes has no use or 
value except for showing where the 
companies have made or lost money 
upon any particular class in a given 
State. Such classification of premiums 
and losses will enable the authorities 
of any State having lawful supervision 
over insurance rates, to insist upon 
reductions in rates of those classes 
showing a profit in such State. There 
is no class, however, but the record 
of which, in some States will show 
loss over a period of years, while the 
class may be found profitable in other 
States; therefore, the company cannot 
safely insure a class, based upon a sin- 
gle State’s experience, but must have 
the broader average of experience of 
many States. 

“Experience has thus far shown that 
State supervision if armed with State 
classification, insists upon reductions 
in rates upon profitable classes, but 
neither requires nor consents to in- 
creased rates upon unprofitable class- 
es; hence the attitude of such State 
authorities toward the companies is 
‘heads we win, tails you lose.’ 

State Demands 

“Because a compilation of premiums 
class by class with the ratio of loss 
upon each, has no value for rate-mak- 
ing purposes, explains why your com- 
mittee has omitted from the statistical 
requirements of the Bureau any con- 
sideration or mention thereof; only a 
tebulation of writings (amounts in- 
sured) and losses is needed ‘for cbtain- 
ing the fire loss cost of each and every 
class of hazard in the United States,’ 
and if the hopes of your committee and 
the frequently expressed conviction of 
prominent insurance commissioners 
and superintendents are ever to be real- 
ized, that, out of this great actuarial 
work, which has been so auspiciously 
commenced, is to be evolved some 
scund and scientific system of rate- 
making based upon actual] experience, 
such desirable outcome will be retard- 
ed, if not wholly prevented, by State 


demands for reports of classified re- 
sults of fire insurance companies’ ex- 
perience, because, if for no other reas- 
on, the burden of expense will become 
an unbearable one. 

“In regard to the preparation of a 
plan for rate-making based upon the 
experience to be gathered in due time 
from the records of the Actuarial Bu- 
reau, your committee is unable to re- 
port any definite conclusions, nor ma- 
terial progress beyond that given in 
our report of August 26, 1914, to the 
Executive Committee.” 





WANTS SPRINKLERS 

In a letter sent to all members of the 
legislature, Commissioner of Insurance, 
Herman L. Ekern, urges immediate ac- 
tion to protect life and property in the 
State charitable and penal institutions. 
Accompanying the letter is a complete 
report on each institution made by the 
Independence Inspection Bureau of 
Philadelphia for the State insurance 
fund. The chief improvement urged by 
the Bureau and by Commissioner 
Ekern is the installation of sprinkler 
equipment. 


THE COMPANY WITH THE PYRAMID 








NEW HAMPSHIRE ~ 





f_3.303.575.24 | 972,327.26 
3,367,026 .27 1.003.255.03 





| FIRE INSURANCE Co. 





3.069.140.67 1.252.267.00 
4.310.836.19 | ..257,056.25 
450040412 | 1.322.978.1464 
4.661.149.6! | 1408.681.54 
~ 5.196.017.46 1510,064.23 
1,578,330. 62 


















3,553.270.70 | 
5.725, 609.34 
6.097, 887.20 
[ 6.250, 526.89 1,703,433.67 _ 


| 6,350,079.09 1,725.713.78 


TOTAL LIABILITIES $3.149,365.31 



































POLICY HOLDERS SURPLUS $3, 200,713.78 











WILLIAM C. SCHEIDE & CO,, Inc. 
HARTFORD, CONN. 
Re-Insurance in All Branches 











CHAS. H. POST, U. S. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Caledonian Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








Surplus Line Department. 





ig Cedar St. os California St. 

NEW YORK ek 
Ford Bldg. 17 St. John St. 
DETROIT MONTREAL 


Capacity For Local Agents 


You can use our capacity as your own to take care of additional business 
beyond the capacity of admitted Companies. 


Our capacity is as high as $150,000 on a single risk with immediate binders 
and 10% commission to brokers. Guaranteed Underwriters. Use our special 
Special liberal policies for Baggage Insurance. 


MARSH & MCLENNAN 


Insurance Exchange, Chicago 


314 Speer St. 
DULUTH 


300 Nicollet Ave. 
MINNEAPOLIS 


23 Leadenhall St. 
LONDON 


THESE OFFICES GIVE YOU THE BEST THERE IS IN INSURANCE SERVICE 














OF NEW YORK. 





Home Office, 





Western Office, 











Continental Insurance Company 
HENRY EVANS, President. 
80 MAIDEN LANE, NEW YORK. 


332 SO. LASALLE ST., CHICAGO. 


These American Companies are ‘“ Home Industries.” 


They deserve your support. 





Fidelity-Phenix Fire Insurance Company 


OF NEW YORK. 
HENRY EVANS, President. 


Home Office, 
80 MAIDEN LANE, NEW YORK. 


Western Office, 
137 SO. LASALLE ST., CHICAGO. 





Fidelity (Fire) Underwriters 


OF NEW YORK. 





Combined Assets $43,000,032 
Policyholders Surplus $23,087,709 
“Includes excess deposit of $132,846.22 in Canada and New Mexico 


Home Office, 


80 MAIDEN LANE, NEW YORK. 
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NATIONAL BOARD OF FIRE UNDERWRITERS’ MEETING 
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PRESIDENT’S ADDRESS 


NO PROFIT IN UNDERWRITING 
Growth of Taxation—Efforts to Lessen 
Drain Not a Success—Labora- 
tories’ Work Appreciated 








Much valuable information con- 
cerning this most important insti- 
tution is to be found in a very in- 
teresting illustrated report  fur- 
nished by the board of directors 
of the Laboratories, and commented 
upon in the report of the committee 


é —- on lighting, heating and engineer- 
& The National Board of Fire Under- ing standards. All of this data I 
$ writers held its forty-ninth annual commend to your careful and fav- 
meeting this week in New York City. orable consideration, as bearing 
In his address President Kremer dis- on an underwriting activity which 
cussed fire waste, legislation, taxa- both public sentiment and the-con- 
tion, the actuarial] bureau, the Under- stituted authorities have endorsed 
writers’ Laboratories and underwriting in the fullest measure. 
results. The money which the board has 
On the latter subject he presented advanced in the past and that 
tables showing a loss for the year 1914 which it may advance in the future 
of 4.21 per cent. of the net premiums for buildings and equipment 
written. The premium increase was keep the Underwriters’ Labora- 
less than the average of preceding tories in a position where they may 
years and the losses materially larger, continue to furnish the most 
while expenses and taxation continued thorough and accurate data ob- 
to reach higher figures annually. Mr. tainable on current problems in 
Kremer presented a ten-year <able in fire protection engineering, brings 
which is included the figures of 1914 no direct returns in _ interest 
ind as follows, the underwriting loss charges or dividends. Its return 
for t ten-year period being .78 per is in service rendered—service of 
cen very great value to underwriters, 
Underwriting Results 1914 
Premiums, Fire, Marine and Inland ............. $3233,647,016 
Li paid, Fire, Marine and Inland............ $192,098 565 
Ir ise in Liabilities during the year (outstand- 
s losses, unearned premiums and all other 
CRS dn ca te derids <4 cavcdencrwk case mendes 20,4(2,740 
WeneGNe St oak ese eRe Rares ean eae we meen on 35,823,422 
| Rf 2  & Berverrer err e re 14,677,711 
$348,324,727 $348,324,727 
Ten-Year Table 1905-1914 Inclusive 
Premiums, Fire, Marine and Inland.......... $2,796,567,976 
Lo paid, Fire, Marine and Inland......... 1,563,511,371 
Increase in liabilities during the year (out- 
tanding losses, unearned premiums and 
alt OCRGP CIATIAN) 6 cic oc ec cvswicicwe essen 166,942.171 
Expe Oe 6 ha O SRO a WOES 62 TS HOE OO WEREGO VOL C HE 1,088,170,824 
Lo (.78 Per CONE.) 2. crcccscsscevccvce seseses 22,056,390 
$2,818,624,366 $2,818,624,366 
Underwriters’ Laboratories and perhaps of even greater value 
' ew of daily paper stories of to the general public—a public 
nental investigation of the Un- service of constantly increasing 
ters’ Laboratories what President magnitude and importance, admin 
said regarding the Labora- istered along lines that are sound 
ories was particularly interesting. and broad. 
His comments follow: 
There has been a pleasing evi- Taxes Climb Upward 
throughout the year of the In discussing taxation President 
adily increasing appreciation ot! Kremer quoted in part the following 





work of the Underwriters’ Lab- 


oratories, and of the uninterrupted 





growth in its field of usefulness. 
Demands from the usual sources 
upon the facilities of the institu- 
tion have increased in a marked 
degree, and numerous additional 
opportunities for service have de- 
veloped. Depariments of the Fed 

government, States, munic'- 


engineers, architects, 
owners, manufacturers, 
others have been constantly 
availing themselves of the benefits 
of the Laboratories’ work. 

The Laboratories’ system of fac- 
to inspection and labeling has 
: grown to a point where labels are 
required at the rate of 50,- 
000,000 per annum. 


being 


READY FOR CONFLAGRATION 

After discussing the work of the Na- 
tional Board at the Salem conflagra- 
tion the Committee on ‘Adjustments of 


the National Board summed up as fol- 
lows 

We believe the experience gained 
and the knowledge that most of the 
companies benefited to the extent of 
having means whereby they could 
check up the losses, which in several 


instances resulted in saving a consider- 
able amount of money to them, estab- 
lishes the fact that a system of this 
kind is a necessary adjunct in case of 
a large conflagration. With this thought 
in mind and with the consent of the 
Executive Committee, your committee 














figures: 


Per Cent. of 
Taxes to Net 
Premiums Written 


Less 


Losses 
Incurred 
4.8( 





1911 





“Efforts to this drain on the 
business are apparently unsuccessful,” 
said Mr. Kremer, “and we must, there- 
fore, continue to urge the consideration 
f this subject to those empowered to 
effect a correction of an unjust and in 
equitable system.” 


lessen 


has revised the system and are again 
prepared for another conflagration. 

Your committee has also been giving 
attention to the question of formulating 
a standard rule for the apportionment 
of losses on non-concurrent policies and 
hope to submit a report in the near 
future. 


RALEIGH FIRE CHARTERED 
The Raleigh Fire Insurance Co., of 
Raleigh, N. C., has been chartered with 
an authorized capital of $50,000. There 


will be a paid-in surplus of $25,000. J. 
B. Cheshire, Jr.. G. H. Andrews and 
javin H, Dorton are named as incor- 
porators. 





BAD YEAR IN LEGISLATION 


NO LET-UP IN STATE ATTACKS 


Report of Committee on Laws—Twen- 
ty-five Hundred Bills Were 


Introduced 

The report of the National Board's 
Columittee Ol Laws says Lihat bDecaus: 
OL Ulancial dillicuities Ol Lue country 
resulting trom the HKuropean war tie 
committee Doped that lire insurance 
would be immune trom similar legis 
jalive allaCKs Ol lormer years, bul was 
disappointed. in the entire distory 
ot tue National Board there has been 
no year which has witnessed the in 
troduction of sO manly and so great a 


variety of bills vitally affecting the in- 
terests of the companies. About 
twenty-five hundred bills were intro 
duced. The committee said in part: 
“Aside from the emergency revenue 
tax imposed by the national Congress, 


the companies succeeded in avoiding 
any considerable increase in taxes 01 
fees in any of the States up to this 
time. 
State Insurance 

“In some States, measures have been 
introduced looking toward the estab 
lishment of a system of State insur 


ance, but so far none has been adopted 








We believe the committee has made 
some progress in checking this Social 
istic tendency in some States, though 
it will, undoubtedly, be presented in 
other States each succeeding year. 
“By far the greater part of the legis- 
lation introduced has concerned the 
control of rates, either by the power 
of supervision given to State officials 
or by so-called anti-discrimination 
measures From a perusal of meas 
ures of this character introduced 
would appear that legislators generally 
misunderstand the functions and p 
poses of the fire insurance rating s 
tem, and it is with the greates 
culty tha he avera ] 
ped the idea that le prope 
ation of the rate 1 fixing pel 
alties and awarding credits, and 
properly measuring hazards and con- 
ditions, is an intricate and compli- 
cated work calling for the best ex] 
ervice obtainable, and not a subj 
that can be handled by legislativ 


actments, conceived by impract 
inexperienced men, unacquainted 
either the theory or pract 
business. 
“This business is gt 


part of our 


misunderstood. In many States whic 
have not heretofore considered 
laws, measures have this year 
ntroduced tending to give a gre 


or less degree of control to supery 


officials; this control ranging in extent 


from authority to investigate com 
plaints, to actual power to make and 
name a rate which the commissione 
may deem just and sufficient. Your 
committee has strenuously opposed 
such legislation whenever and where 
ever offered, on the ground that it is 
unjust and unfair to our business, and 
happily we have succeeded in prevent 
ing such enactments in a number of 
States and secured modifications in 


others restraining the 
ficial from actually 
rate to be applied. 
“You are fully aware, from copies of 
bills which you have received, that 
taxes and rates have not bee the 
only subjects before the various Legis 
latures. Laws decidedly objectionable 
and touching every phase of the busi- 
ness have been so numerous that it 
has made impossible a successful effort 


supervising of 


determining the 


on 


to repeal existing laws, also of an ob 
jectionable nature, or to secure the 
enactment of remedial measures 

“Our counsel visited every State 
where the Legislature has met, but 


owing to the great number in session 














it was necessary to call to our assist- 
ance the local representatives of many 
of our members. The willing response 
to our call and the invaluable assist- 
ance rendered by company field men 
and local agents are highly appreci 
ated, and the thanks of the committee 
and the entire Board is due the com 
panies who have given so liberally the 
services of these men for the benefit 
of all 
“In some States unsatisfactory 
neasures were introduced or. urged 
for passage b ocal agen ut such 
instances are the exception not the 
rule, for our local agents usually have 
responded loyally when it was found 
necessary to call upon them 
“In the conduct of all matters per 
taining to Legislative action, we en 
deavored to follow the spirit of the 
3 lin} ting su la and reg 
ulatio 1 protect the busine 
of fi lrance against oppressive 
ition 
. yur 
at n 
ide thei 
The con 
reaffirn 
previ 
fire insur 





ligently and 


1d imprac 


DISTRIBUTION OF LOSS 





























An Answer to Fire Insurance Critics 
and Demagogques Made By 
Hartford Courant 
What vw it that nabled S Fran 
cisco to rally so finely fr her great 
disaster? Tt was Gy nsurane 
ompanies The dis er ered the 
18th to the 21st of April, 1906. The fire 
insurance mpanies tt year 1905 
naid in losse the , m of 
$100,005 Runt t} t ve when 
San Frat p cal Ve 

1, thes ompanies 1 ver 
319,000 rhe nerease of bout 
” 0 1 t r t what 
Q eS Fr cisco he new start of 
it ) e & < ¢ companies of 
Connec 1 ynt é over $18,000, 
0 and nt th their business 
they d t ae i rn and 
“ead aft firs 
¢ r e 1 1 
Pare t The bu e 
7 wna ca Ne er the 
7 1 ing oO } intr 
t I 
f ryi I 1use the 
ce nis nov ro 
co ha t vy bac 
to for that that Is 
] x t co nieé i able LO 
loss whic s sence 
f nsurance I ness I insur 
nee was nducted on the absurd 
vasis that they pretend to advocate, 
hen San Francisc would have had to 
pay its own los 1d places where 
there w little o ] would pay 
thir rr insurance 
b nsur t all In 
vea the re companies 
States have lost money 
S In some years thev 
1, but the whole period 
C are a)- 
l are sure to come some 
1inst thos imes that irer 
feel safe nd for that reason 
\ I of sets is n ssary 
k big pile of money At- 
s called to it in order to re 
publie a » the safety of 
insurance But the cheap tatk 
of such papers as the Bridgeport 
Farmer, which denounces the fire cora 
vanies becaus “Connecticut fostered 
them when they were tiny. Now they 
ire great, but are not grateful,” should 
be condemned by every business man 
and every householder who wants to 


sleep nights, 
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NEW JERSEY NOTES 














NEW JERSEY FIELD CLUB 


Meeting in Newark on June i—Agents 
Will Attempt Its Resur- 
rection 


Special agents in New Jersey will 
try to resurrect the Field Club of that 
State at a meeting in Newark on June 
1. For some time the club has ex- 
isted in name only. There has been 
a demand that the club shall again 
show life, the social features alone be- 
ing valuable. 

EFFICIENCY 
Word Misused in Connection With Old 
Edison Plant, Says Philadelphia 
Insurance Society 


Somewhat riled at the use of the 
word “efficient,” by scientific papers 1 
discussing the Edison plant which 


burned, the Fire Insurance Society of 
Philadelphia, makes the following com- 
ment: 

The word efficiency seems to 
have been somewhat overworked. 
Should an organization be termed 
efficient when it will permit the 
erection of a great plant, as tiis 
one was, covering nearly six acres 
of ground with concrete buildings, 
having ordinary windows, eic., tom- 
municating with and exposed by 
other buildings of frame or ordi- 
nary construction, without ade- 
quate fire defense, and filled with 
materials of the most inflammable 
nature? 

An effective management would 
provide buildings of superior con- 
struction in every detail, with ap 
proved cut-offs and an approved fire 
protection equipment 

It seems impossible that an « 
cient management would fail to 
profit by the experience of so many 
others, unless it was due to finan 
cial difficulties, and such could 
hardly have been the cause in this 
instance. 





CAUSE OF BIG FIRES 
Smoking Night Watchman Caused 
$86,940 Blaze—Departments Not 
Called in Time 


In 1914 half the loss in Newark was 
caused by seven large fires, as follows: 
Mar. 4, 185 Washington St.. $86,940.59 


Mar 14, 69 Clinton St....... 155,686.15 
May 9, 546 Broad St......... 60,419.49 
Sept. 2, 82 Lister Ave...... 72,287.65 


9 
Sept. 7, 46 Lawrence St..... 16,544.86 
Oct. 5, 478 Mt. Prospect Ave. 92,229.86 
Nov. 24, 41 Barbara St...... 51,739.72 

In giving the cause of these fires 
Capt. C. Albert Gasser, of the Bureau 
of Combustibles and Fire Risks, says: 

“The first of these seven fires was 
caused by a night watchman smoking. 
Fire was discovered by a member of 
the fire department after it had gained 
considerable headway. The _ second 
fire reached its heavy total because 
an employe fought a basement fire for 
ten minutes until it got beyond con- 
trol; at the third fire, everybody was 
asleep and fire burned for several 
hours before it was discovered by a 
man across the street. Employes fight- 
ing a fire before notifying the public 
department is the predominating fea- 
ture of the fourth fire, and the fifth 
was burning in a tenement factory for 
a long time at night, there being no 
watchman. The sixth and seventh fire 
of this small list proved a combination 


POSITION WANTED 


Young married man with local agency experience 














familiar with New Jersey Rules, wants position 
with company or local agency offering advance- 
ment. Address COMPETENT, this office. 








of combustible contents in old build- 
ings. These last two will be repeated 
frequently because it is impossible to 
rebuild the city. Individuals should 
be, and they can be, educated, however, 
to send for the fire department prompt- 
ly. No matter how small a fire, the 
alarm should be sounded. All fires are 
the same size at the start.” 


AXE SWINGS 
W. B. Lutz and Eight Other Employes 


of the New Jersey Fire Insur- 
ance Co. Resign 


W. B. Lutz, assistant secretary of 
the New Jersey Fire, and in charge of 
the underwriting of the Company in 
New England and Pennsylvania, has 
resigned. With Mr. Lutz went eight 
other employes of the Company. Mr. 
Lutz’s future plans are not known. 





OPENS NEW YORK OFFICE 

The A. K. Boughner & Co., Newark 
fire insurance agency, has opened a 
New York office at 95 William street 
for the better accommodation of New 
York brokers. The agency represents 
the Delaware Underwriters and Nord 
Deutsche in Newark and vicinity with 
offices at 38 Clinton street. 


WANT DODD TO RECONSIDER 

Charles S. Dodd, manager in Newark 
of the Royal, has resigned as secretary 
of the Newark salvage corps. An at- 
tempt is being made to induce him to 
reconsider his resignation, as his ser- 
vices to the corps have been of unu- 
sual value. 


RE-RATING HARRISBURG 





At Request of Chamber of Commerce— 
Loss of State Business By Agents 
Discussed 

In discussing a report in Harrisburg 
papers that rates are to be advanced in 
that city by the Underwriters’ Associ- 
ation of the Middle Department, Pres- 
ident Robison, of the Harrisburg Board 
of Underwriters, said: 

“If any local agent intimated that an 
increase of rates would come because 
of the loss of State business, he has 
no authority to say so, and does not 
know what he was talking about. Har- 
risburg underwriters, of course, will 
lose money by reason of the State tak- 
ix the business, but the loss will 
be so small that it would be folly to 
try to bring about an increase in order 
to overcome this loss. 

“State business is scattered all over 
Pennsylvania. Harrisburg gets its 
hare, but it is small. I cannot say 
at this time how much Harrisburg 
would lose. The new arrangement 
loes not go into effect until December, 
1915. The State is like an individual 

nd can place its fire insurance wher- 

ver it so desires.” 

It develops that Harrisburg is being 
re-rated at the request of the Harris- 
burg Chamber of Commerce. 





145 adWay 








NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
The Oldest Fire Insurance Company in New Jersey 
INCORPORATED 1811 


Agents Desired at Unrepresented Points 








P. B. DUTTON TALKS 


Fire Prevention Subject of New York 
Manager’s Talk in Rochester 
Public School 


Percy B. Dutton, of Rochester, N. Y., 
manager of New York State Depart- 
ment for Humboldt and Teutonia of 
Pittsburgh, delivered an address on fire 
prevention in one of the Rochester 
schools a few days ago. 

Mr. Dutton, who was chairman of the 
Fire Prevention Committee of the Ro- 
chester Chamber of Commerce three 
years ago, has been one of the pioneers 
in the crusade for fire prevention and 
some say that he is the father of the 
“Clean Up” campaigns which have 
been adopted by most cities in the 
country and which originated in Ro- 
chester five years ago. 

Mr. Dutton described the way in 
which European countries protected 
their citizens and property owners from 
loss by fire through arrest of any per- 
son who neglects a fire hazard. The 
loss either in Germany or France was 
only a tenth of the American fire loss 
each year, said Mr. Dutton. He gavethe 
American fire loss per capita as $3. He 
brought this vividly before those who 
heard him by saying that they would 
realize it more clearly if every morn- 
ing a collector should come to their 
door to collect the daily fire tax to pay 
for the burned buildings of the day. 





The First National Fire Insurance 
Company has recently been admitted 
to the States of Tennessee and Wash- 
ington. 








“ The Leading Fire Insurance Company 
Amenca”™ 


CASH CAPITAL - 8$5,000,0%0.00 
WM. B. CLARE, President 
Vice-Presidents 
HENRY E.REES’- A.N, WILLIAMS 
Secretary 
E. J. SLOAN 
Assistant Secretaries 
GUY E. BEARDSLEY 
RALPH B. IVES 


W. F. WHITTELSEY, Marine Secretary 


E. 8.ALLEN, 











WESTERN 


Assurance Co. 
OF TORONTO, CANADA 


Fire, Inland Marine and 
Tornado 
UNITED STATES BRANCH 
January 1, 1915 


IE Ja ivcauiccttoictsntdantcaseed $2,543,973.35 
_.._ ft |» Sea 1,076,347.75 


W. R. BROCK, President 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 








NEAL BASSETT, Vice-President 





Firemen’s Insurance Co., Newark, N. J. 


Statement January 1, 1914 


i 65.5.66.0028ds sd canis cna etawaanees coos $1,000,000.00 
I INUIND «5.5 -o iwc aint. eaneceanecal REMai wo & 6a 2,845,185.81 
Reserve for Unpaid Losses and All Other Liabilities... . 273,985.87 
IEE 0553 5.32% ba-censrchanekpceaaetbosdeuns 2,720,038.31 
EE RENAL TE ee TE TO $6,839,209.99 


During a suceessful record of 58 years this Company has paid losses exceeding 


$ 14,000,000.00 

DANIEL H. DUNHAM, President 
JOBN KAY, Vice-President and Treasurer 
J. K. MELDRUM, Assistant Secretary 


A. H. HASSINGER. Secretary 























ASSETS 


All other 


New York City Agent, 





er a 


Real Estate (Equity) ..........ce00.% 
CD ons cnacneduknseaeaan 
Bonds (Market Value)............... 


 MPrrrrrrrr Tr Terr rrr rrr rrr 
ROBERT J. WYNNE, Pres. 


WM. SOHMER, 75 William St. 
New York City. 


First National Fire Insurance Company 
of the United States 


WASHINGTON, D. C. 


STATEMENT OF CONDITION DECEMBER 3ist, 1914 


LIABILITIES 
steheed $ 254,500.00 Outstanding Fire Losses ...................$ 39,278.41 , 
Pe > 235,600.00 pte aay Premium Reserve .......... : 
en 4 Accrued Charges on Real Estate... 
teeeees 972,966.29 | all other Liabilities .............. 
mee tee 38,387.53 Capital Stock Fully Paid..... 
ee a 81,266.65 Capital Stock Partially Paid. . 
ee 27,215.03 PEE cclsévatuwbavdesneens a 
jtee ae 4,692.31 Surplus to Policyholders ..................- 
eee a $1,614,627.81 WED. seh ewintancdus<essenscevessvase eee 


Brooklyn Agent, 


JOHN E. SMITH, Managing Underwriter 


FRANK ECKEL BECKER, 153 Remsen St. 
Brooklyn, N. Y.. 
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BROKERS ACTIVITIES 


WHAT BROKERS ARE DOING 














Another List of Leading Brokers of 
New York City With Their 
Specialties 





The list of brokerage specialties 
printed by The Eastern Underwriter 
has attracted considerable attention 
throughout the country. The foliowing 
jis some additional information on the 
subject: 

Cross & Brown Co. are rivals to 
Pease & Elliman. With their real es- 
tate connections they have secured 
many building lines, particularly in 
Manhattan. 

Fred W. Stillman & Co. was formerly 
the firm of Blagden & Stillman. The 
head of this house entered the insur- 
ance business in 1870 after spending 
some time in the sugar refining busi- 
ness. He is a specialist in building 
lines, and among others controls the 
insurance of the Metropolitan Opera 
House. He is secretary of the Fire 
Brokers’ Association, and one of its 
most active enthusiastic members. 

Charles F. Murphy, Inc., do a general 
brokerage business and specialize in 
mercantile lines. This Company has 
secured many large contract bonds in 
New York State. The name Charles 
F. Murphy is naturally unusually influ- 
ential in New York. 

Henry Gerstle & Co. are now making 
a specialty of automobile insurance. 
For years Mr. Gerstle, with his father, 
handled brewery lines, among them be- 
ing the Bernheimer, Schmidt Brewing 
Co. and Liebmann Brothers. 

Fred E. Driggs & Co. are specialists 
in the liability business. Mr. Driggs 
was with the Travelers Insurance Co. 
for a long time. 

Fred Gaston & Co. handle large lia- 
bility risks and scheduled lines. Late- 
ly, this concern has added a fire in- 
surance department. 

. s = 


To Keep Up Fight on Favored Brokers 


The veto of the Simpson bill (aimed 
at the Metropolitan Life) will not stop 
the work of the Fire Brokers’ Protec- 
tive League. That they will take excep- 
tion to many features of the veto and 
revamp the bill so that it will not come 
under “class legislation” was announc- 
ed this week by one of the brokers. 

“The bill will be revamped, taking in 
all loaning institutions and prohibiting 
the insertion of such a clause in the 
mortgage form,” he said. 


John R. Hegeman on Dutcher & Ed- 
minster 

In view of the agitation at Albany 
over the operations of Dutcher & Ed- 
minster, the testimony before the Arm- 
strong Committee in 1906 of John R. 
Hegeman, president of the Metropolli- 
tan Life, regarding this same question 
of “favored brokers” is of interest, and 
is republished herewith: 

Q. What relation have Dutcher & 
Edminster in this business of placing 
fire insurance? 

A. They place all our fire insurance 
on mortgaged property. 

Q. Is that required by your company? 

A. It is, sir. 

Q. Why? 

A. When we started to lend money 
in the old years we allowed the bor- 
rower to place his own insurance. We 
soon found that we were getting into 
inextricable trouble, that is, the policies 
and renewals were not in on time, and 
when they came in they were in compa- 
nies that we disapproved of as to their 
Standing, and which led to disputes be- 
tween ourselves and them. I think in 
one case we had a fire—I am a little 
indistinct about it, but if you ask about 
it now I can recall it, where the pre- 
mium had been paid by the borrower 
to the broker and not to the agent, 
which led to some complications, and 









we made up our minds that the only 
safe way in view of the facts that the 
business was growing very rapidly, was 
to have that business in our own hands. 

We therefore adopted the rule of tak- 
ing some firm which we would select, 
and having them do all the fire insur- 
ance business pertaining to these mort- 
gages. My predecessor, Mr. Knapp, 
selected the firm of Dutcher & Edmin- 
ster, and we therefore put it in our 
application for mortgages that all fire 
insurance for this property shall be 
done by the agent designated by the 
company, by the Metropolitan Life In- 
surance Company, and in companies 
selected by them. That is in large type 
in that application. Nobody who bor- 
rows can claim that he is not aware 
of it, because he generally takes the 
application away with him and keeps 
it a day or two and sends it back com- 
pleted. But if he misses it on that, or 
claims to, he has it on the mortgage 
paper itself, so he cannot get away 
from the fact that the company’s rules 
require that in that important matter 
of fire insurance we attend to it our- 
selves, our rule being, if he be dissat- 
isfied he need not take our money, and 
it is safe to say that anybody would 
loan money on property that we would, 
so he is in no wise estopped from get- 
ting money from a company that does 
not exact this rule. We believe in fol- 
lowing that rule, and we are following 
the plan of some other banks and insur- 
ance companies in this city, and it re- 
lieves us from all responsibility. We 
never have had @ fire or anything go 
wrong but what these gentlemen have 
attended to it for us without cost, and 
they have been very valuable in cases 
of a change of ownership, or vacating 
of property, in the matter of alterations 
and repairs, in resurveys, in changes 
of rates which are going on now and 
then, and in fires, and all that sort of 
thing is done by them entirely out of 
our hands, no trouble to us whatever. 
The plan has worked most admirably. 
and we have had, I might say, practi- 
cally no complaints. Now and then a 
broker will demur, because we won’t 
accept a policy he has sought to place 
for his principal, but we have pointed 
to the application and mortgage and 
said your borrower knew all this before 
he took our money, and it is too late to 
complain. It is a rule we have made 
for our own safety and we propose to 
have it continued. 

7 s s 


Four New Members 


The question of associate member- 
ship was referred to a special commit- 
tee at the monthly meeting of the Fire 
Brokers’ Association last week. Chas. 
F. Murphy, Jr., Johnston & Collins, La 
Boyteaux & Co. and Henry Sobel & Co. 
were admitted to membership in the 
association. 

= * * 


Gets Prudential Oil Co. 


The Maryland Casualty Co. has land- 
ed the liability business of the Pruden- 
tial Oil Corporation of New York, a 
line estimated at over $5,000,000. The 
fire business is still unsettled, being 
temporarily covered. This Company is 
to refine Mexican oil at Baltimore. For 
years they have looked for a site in the 
vicinity of New York City. 

a. . * 


To have Rating Cabinet 


The Fire Brokers’ ‘Association of New 
York is to have installed in its rooms 
at 55 John street, a rating cabinet with 
all the ratings of the Compensation 
Rating Inspection Bureau, within the 
next week. Harrison Law, the assist- 
ant secretary of the Association, will 
have charge of the cabinet and will 
keep the ratings “up-to-the-minute.” 





LOCKPORT CRITICISED 


The Journal of Commerce prints a 
story criticising the water pressure of 
Lockport, N. Y., based on the poor ser- 
vice at the fire which destroyed part 
of the plant of the Fibre Corporation 
on May 13. 


NEW YORK AGENTS’ PROGRAM 


DETAILS OF UTICA CONVENTION 








Frederick W. Day, Henry D. Appleton, 
F. V. Bruns, W. P. Blackman 
and Others to Speak 


The New York State Association of 
Local Fire Insurance Agents will hold 
its annual meeting in Utica, June 9-10. 
Frederick W. Day, assistant manager 
of the Royal, and chairman of the New 
York State committee of the com- 
panies, will be the principal speaker 
at the banquet to be given on June 9. 

Program 

The convention will open with a 
greeting to delegates by Stewart Day, 
president of the Utica Fire Insurance 
Agents’ Association, and the delegates 
will be welcomed to Utica by th» Mayor 
of that city. Then will come the ad- 
dress of President Amsden and the re- 
port of Secretary McNitt. An address 
on “Present Status of Local Agents” 
will be given by a speaker whose name 





is not announced yet. “The Value of 
Organization” will be the title of a 
talk to be made by Frederick E 


Warner, of Salem, Mass. 
Appleton to Speak 


On the ‘second day Henry D. App’e 
ton, Deputy Superintendent of Insur- 
ance, will make an address. “The Re- 


lation of Suburban Agents’ Asscciation 
to the State Association of Fire Insur 
ance Agents,” will be discussed by 
William P. Blackman of New Rochelle. 
“Agency Office Methods and Adver- 
tising,” is the title of a paper to be 
read by F. V. Bruns, of Syracuse. The 
local agents will also discus: these 
topics: “Payment of Premiums.” 
“Brokers’ License Law and Amend- 
ments to be Suggested, Especially that 
of a New Section of the Law Covering 
Solicitors,” and “Amalgamation of 
Fire Insurance Agents’ Association and 
Casualty and Surety Agents’ Associa- 
tion.” 





FINED FOR BURNING AUTO 


Mrs. Emma A. Flury, who wa 
found guilty in Erie, Pa., last Novem- 
ber of having conspired to burn 
automobile in order to get the insur- 
ance on it, was sentenced by Judge 
Walling to pay a fine of $100 and the 
costs of the case. 

The case has been in the courts 
since 1913. Three different continu- 
ances of the trial were granted by the 


her 


court because of the defendant’s poor 
health. 
It was alleged that Mrs. Flury of- 


fered to pay Floyd Mitteer, her chauf 
feur, $100 to burn her machine. Mittier 
testified on the stand that he had 
burned the automobile but had not re 
ceived his promised reward. 





For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets . - 4,743,233.00 
Cash Surplus to Policy 
Holders - - - 1,741,305.00 
The real strength of an insurance company is in 
the conservatism of its management, and the man- 


agement of THE HANOVER is an absolute as- 
surance of the security of its policy. 


R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec’y 
WILLIAM MORRISON -  Aast.Sec’y 


JAMES W. HOWLE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








D. V. PROSKEY 


NEW JERSEY FIRE 
INSURANCE AGENCY 


126 Market Street 
Paterson, N. J. 








A. K. BOUGHNER & CO. 
INSURANCE AGENCY 
Fire Automobile 
NEWARK AND VICINITY 


Brokerage Business Solicited 
: Street NEWARK, N. J. 








Are Your Insurance Affairs 
Satisfactorily Handled? 


ARTHUR F. HOUTS & CO., Inc. 


GENERAL INSURANCE 
123 William Street, New York City 


Expert attention to brokerage busi- 
ness and excellent facilities for hand- 
ling insurance anywhere in the 
United States and Canada. 











“STRONG AS THE STRONGEST” 


The Northern Assurance Go. 
(LTD., OF LONDON) 
ORGANIZED 1836 
ENTERED UNITED STATES 1876 
Losses Paid - - $85, 000, 000 
Losses Paid in U. S. - $28,000,000 
EASTERN AND SOUTHERN DEPARTMENTS 


55 John Street 


NEW YORK CITY 








LOGUE BROTHERS & CO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 


REPRESENTING 
MICHIGAN COMMERCIAL INSURANCE CoO. 
CALIFORNIA INSURANCE CO. 
VIRGINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CoO. 








United States Branch 





92 William Street, New York 


INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


RICHARD D. HARVEY 


United States Manager 
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ACTS OF MAINE LEGISLATURE 


MANY INSURANCE LAW CHANGES 


Loss Adjustments Must Start Within 


Twenty Days After Fire—Licensed 
Adjusters 
The following are the principal in- 
surance bills which were passed and 


signed by the Governor of Maine at the 
last of the Legislature: 

An act ielating to the liquidation of 
insurance companies 

An act providing that fire insurance 
companies may cancel policies in the 
usual manner without paying return 
premiums where the original jremium 
has ever been paid to either broker or 
agent who negotiated the contract. 

Power of Revocation 

An act giving the commissioner the 
power to revoke an agent’s licease. 

An act providing that the mortgagee 
of any personal property may within 
thirty days after the loss enforce his 
lien by a suit. 

An act providing that after receiving 
legal notice of loss the company or its 
representatives shall begin adjustment 
of the loss within twenty days, and fur- 
ther provides that no loss in ¢xcess of 
$100 shall be paid until forty-five days 
after receipt of legal notice except for 
sufficient reason the commissioner may 
issue permit and pay sooner. 

Arson Bad As Manslaughter 

An act providing that the punishment 
for arson shall be the same as punish- 
ment for manslaughter. 

An act providing that fire insurance 
agents, in addition to other qualifica- 
tions required by the present statute, 


session 


shall hold themselves out in good faith 
as an insurance agent or broker. 

An act prohibiting the rebating of 
premiums. 

An act requiring that adjusters must 


be licensed. 








An act ‘mitting the use of certain 
small moving picture machines without 
2 use of the metal booth required for 
machine used in theatres and mov- 

i cture ises, provided such ma- 
chine is found to be safe and using 


cellulose acetate films of limited size 


act to regulate the sale of light- 





MAYOR OPPOSES BILL 


Sanders. Measure Which Will Remove 
Inspection of Factories—Said 
to Be a Joker 


Mayor Mitchel of New York City is 
strenuously opposing the Sanders bili 
which is a substitute measure for the 
Lockwood-Ellenbogen bill which he ve 
toed, because it will take away from 


the Labor Department all the supervis 
factories, 





on it obtained over the 
rh legislation, after the Triangle 
r: 

The Industrial Bureau of the State 


of Labor practically 


Department 


paralyzed by the bill. This bureau 
loked after all the fire hazard invesii 
gations and contributed valuable testi- 
mony during the public hearings some 
ime in the City Hall It is cor 





at should the Sanders bill be 








tended th 

a law, old loft buildings could be 
into factories more easily than 
| Triar hirtwai factory 

REPORT ON HOLYOKE 
I National Board's report on 
olyoke, Mas been made public. 
Under the head Conflagration Haz- 
( ther ecommendations, 
the first, ‘ ‘s of existing de- 
fectively ¢ building which 
e so located as to form conflagration 
irea be required to suitably protect 
00 floor, party vall and exposed 


automatic sprinkler equip- 
men vith o Siamese connec- 
tions and controlling valve near the 
street, be required in all build- 





itside 


main in 


ings, which, by reason of their size, 
construction or occupancy, singly or 
combined, might act ag conflagration 


breeders.” 








CONNECTICUT REPORT ON MUTUAL COMPANIES 








In his annual report Commissioner 
Mansfield, of Connecticut, prints some 
interesting figures showing the 1914 















writing of outside mutuals, transact- 
Name of Co. S 
rf 2 
7 7 
L L 
Mutual ¢ € States 
B shire $64,841.86 $67,719.29 
D> te 53,811.32 5 36 
[ s’ : 
Holyoke 
lid. Lum’'r 
Lo 
Me & F: 
Merrimack 
Midd Sex 
Mr Nat 
No 
I tucke 
I t 
i’r | 
| & Me 
W ester 74,078.54 
Totals 26,598.12 


LIGHTNING LOSSES 
Only Seven Buildings Equipped With 
Rods Were Struck in Indiana 
Last Year 








did in 1914 


year in 


damage 
any recent 


Lightning less 
than perhaps in 
Indiana, owing to the few severe elec- 
trical disturbances, and also to the 
generally increased equipment of build- 
ings with lightning rods. There were 
only four hundred and_ forty-three 
lightning in the State during 
last year as compared with one thous- 
and and six in the preceding year. 

Evidence gleaned from _ investiga- 
tions by the State Fire Marshal’s de- 
partment shows that the lightning rod 
properly placed is certain protection. 
Only seven buildings equipped with 
rods were struck during 1914. In these 
seven instances, however, invéstiga- 
tion by assistants showed the rods had 
been up a long time without attention 
or were not properly grounded. In one 
or two instances lightning entered 
buildings over telephone wires. 

It is interesting to note that during 
the two authorities after investi- 
gations reported favorably on the use 
of the lightning rod. They were Prof. 


losses 


year 


W. H. Day, of the department of 
physics, Agricultural College, Ontario, 
Canada, and Prof, J. Warren Smith, of 
the United States Weather Bureau. 


WHEN AGENCY IS CHANGED 


Legal Responsibility for Loss When 








Pending Procurement of An 
Endorsement 
Writing to the American Agency 
Pulletin an agent asks the following 
questions: 
It ot l ppe s t t < 1 1¢s 
i the t a Ww 

ene ( panied 

wit ! 1 etwe and 

the n \ ticu t the 

€ ent r r le npany 

t re sometimes inclined 

d like to. show how much 

ve nd will do things for 

d roding as much 

hich they effect 

the new agent 

This necessitates 

the home office 

f and we have 

i which the home 

offices profes to sign the en- 

dorsem ts f that they knew 

othing about neces nd were 

obliged to ref to their special agent in 

the field ese men, you well know, are 

seldom to be f d at one place for two days 

in suecessio nd mail may reach them 
davs after it is sent 

We would like very much to have you ad 

vise us just what would be the status of the 





ing business in that State. The loss 
and expense exhibits are of particular 
interest, particularly the Holyoke’s. 
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insurance in the event of a loss that might 
vccur between the time that an agent was 
requested by a policyholder to make such an 
endorsement and the time that it might 

finally be executed 

We would also like to know whether or not 
some of the States do not contain in the in- 


surance laws, provision making it compulsory 


take 


upon companies to care of, In a prompt 
ane yusinesslike way, endorsements on all 
policies in force. That: is to say, provided, 


of course, they do not wish to cancel the poli- 


cies out on a pro rata basis, which it is, at 
all times, their privilege to do. 

It seems to us that a company should be 
required to do one of two things, either to 
cancel the insurance and return the premium, 
or take care of endorsements affecting change 
of ownership or occuancy or other conditions 


pertaining to the risk. 

The Bulletin gives the following an- 
swer: 

“The new agent of a company should, 
in our opinion, make the endorsement, 
if required. This is recognized in the 
principles of the National Association 
on expiration. 

“As to legal responsibility, in case 
o' a loss occurring pending the procur- 
ing of endorsement, we do not see why 
the former agent of rhe company should 
not be legally considered its agent for 
that particular policy until expiration; 
end if he uses reasonable effort to se- 
cure endorsement, and said endorse- 
ment is for any reason refused by the 
new agent, it would seem to us that the 
company should be held legally respon- 
sible. 

“So far as we can discern, it would 
appear that if the new agent was in- 
structed by the special agent not to 
give endorsements, it was done largely, 
if not wholly, for the purpose of annoy- 
ing the former agent and hindering him 
i: the transaction of legitimate busi- 
ness.” 

REPORT ON ALLENTOWN 

The National Board has issued a 
port on Allentown, Pa. It says 
part: 

“In the principal mercantile district, 
owing to weak construction, lack of 
protection to exposed openings and in- 
adequate or unreliable fire-fighting 
facilities, severe individual and group 
fires are possible at many points, and 
the probability of fires spreading 
across the narrow streets and involv- 
ing large parts of the district is high. 
However, two streets of fair width and 
Central Square afford vantage points 
from which to fight fires, and a confla- 
gration should not involve the entire 
district. Only individual or group fires 
should occur in the minor mercantile 
or manufacturing districts. In the resi- 
dential districts, construction is main- 
ly joisted brick, incombustible roofs 
prevail, and the general hazard is 
slight.” 
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PENNSYLVANIA LOCALS TO MEET 


Convention in Harrisburg on June 9—~ 
Will Discuss Effect of New 
Laws 


The annual convention of the Penn- 
sylvania State Association of Loca] 
ire Insurance Agents will be held in 
Harrisburg on June 9. Charles F, 
Humrich, of Carlisle, is president of 
the Association; H. M. Bird, of Har. 
risburg, is secretary-treasurer; and the 
vice-presidents are Leo Schlandecker, 
Erie; W. L. Nicholson, Altoona, and 
W. L. Clark, Pittsburgh. Secretary 
Bird has sent out a letter, reading in 
part as follows: 

Dear Sir:—Are you willing to give 
one day to the discussion and consid- 
eration of questions intending to bene. 
insurance business? If 


nt your SO, 
come to the annual meeting of the 
Pennsylvania State Association of 
Local Insurance Agents, which meets 
at 10 a. m. June 9, in this city. The 
legislature that adjourned yesterday 


passed some insurance bills which are 
bound to effect the business of local 
agents, and it is up to you to join 
hands with your co-workers to protect 
and also lay plans to advance your 
local business. 

An interesting program is being pre- 
pared and eminent speakers have been 


invited to address us—copies of pro- 
gram will reach you later. We also 


expect to have copies of all insurance 


laws passed this year, ready for dis 
tribution. 

You can hardly expect your officers 
to accomplish much, if you do not 
manifest enough interest to give one 
day per year to co-operating with 
them. We need your presence, there- 
fore request you to set aside June 9 
as State Convention day. 

SPECIAL HAZARDS 

The Eastern Underwriter has re 
ceived from the Weekly Underwriter 
Company a copy of its latest volume 


on “Live Articles on Special Hazards.” 


A number of pertinent subjects are 
treated in an interesting manner, in- 
cluding oil refineries, garage fires and 


village and town fire protection 


STOP ORGANIZATION OF AMERI- 
CAN RE-INS. CO. 


(Continued from page 1.) 


capital of not less than $250,000, and 
Rossia Casualty Company of America, 
with a capitalization of not less than 
$250,000 will not be organized. 

What New Law Means 

An eminent Hartford insurance man 
said to The Eastern Underwriter fhis 
week: 

“The action in stopping further or 
ganization and operation plars of the 
American Re-insurance Company sim- 
ply means that taxes bear fruit. If 
the Travelers Insurance Company—to 
take one example—should be organ- 
ized in Connecticut under the tax law 
as changed by the late General As- 
sembly, the annual tax to be paid to 
the State upon the capital stock and 
surplus would amount to $75,000 a 
year. This would be going some for 
a new company.” 

The tax bill hitting Connecticut com- 
panies provides for a tax of one-half 
of 1 per cent. on the market value of 
the stock of every insurance company 
in the State. 

The British America has opened an 


office in London for the transaction of 
marine business. 





H. KRAMER 
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MEET ING OF PA. FEDERATION 


HAS MORE THAN 830 MEMBERS 








J. W. Henry Re-Elected President— 
S. H. Pool and J. S. Turn 
Vice-Presidents 





Rehearsing their activities during 
the past year, which were productive 
of splendid results, members of the 
Insurance Federation of Pennsylvania 
held their annual meeting in Philadel- 
phia on Wednesday. 

The Federation was organized on 
May 10, 1914, and has succeeded in get- 
ting 831 members. More than eighty- 
five firms are enrolled. On August 26, 
1914, the Federation committee called 
upon the platform committee of the 
Pennsylvania Republican organization, 
and had it incorporate in the Republi- 
can platform a plank calling for a four- 
way method of administration of work- 
men’s compensation insurance, embrac- 
ing self-insurance, mutual insurance 
stock insurance or State fund insur- 
ance. 

Activities 

The influence of the Federation is 
given credit for the killing of Senate 
Bill 93, which provided for non-cancel- 
lation of accident and health policies 
during the term thereof. 

The Federation is also said to be 
responsible for the tabling of bill No. 
272, requiring inspection of elevators 
by the State in all cities except those 
of the first and second class—and pro- 
viding that no certificate of insurance 
companies would be accepted for such 
inspection. It was also was _ instru- 
mental in having killed a House bill 
relating to revocation of licenses of 
insurance companies under certain con- 
ditions. 

A, J. Ferres Talks 

The convention was advised by John 
R. Ball, staff correspondent of the 
Pittsburgh Post, in an interesting ad- 
dress about legislation. 

Allen J. Ferres, superintendent of 
agents of the Fidelity & Casualty Com- 
pany, spoke briefly on the appreciation 
by company officials of the work done 
by and the usefulness of the federations 
conducted along proper lines. 

\ letter from F. Robertson-Jones was 
read by President J. W. Henry, of the 
Federation, complimenting the Federa- 
tion on the work it had done in con- 
nection with compensation. 

Thank E. S. Lott 

The following resolution, introduced 
by Sidney H. Pool, resident manager 
of the F. & C. at Philadelphia, was 
adopted: 

“Resolved: That a vote of thanks be 
extended to Edson S. Lott, president 
of the United States Casualty Com- 
pany of New York, for his interest in 


this Federation, and his influence in 
securing the services of Wm. H. Hotch- 
kiss, Ex-Commissioner of Insurance of 
New York, who so ably assisted us in 
the legislative work at Harrisburg, on 
the Workmen’s Compensation Bills.” 

The address of President Henry was 
a recital of the activities of the as- 
sociation. He read many letters of con- 
gratulatory nature from company of- 
ficials, and urged the pushing ahead of 
the membership work in order that the 
number of members would be largely 
augmented and be a true representa- 
tion of the field men in the Keystone 
State. 

The question of appointing a publicity 
manager was referred to the Board of 
Directors. 

The question of subdividing the State 
into districts with a manager for each 
county was also referred to the board 
for attention. This suggestion was 
made by S. D. Clyde, of Sweeney & 
Clyde, Chester, Pa., and was heartily 
endorsed by the convention. 

Luncheon was served at the Down- 
town Club for the delegates. S. H. 
Pool was in charge of this part of the 
arrangement. 

New Officers 

The following officers were elected: 
J. W. Henry, Pittsburgh, president; 
S. H. Pool, Philadelphia, first vice- 
president; J. S. Turn, second vice- 
president; J. L. Rivolta, Pittsburgh, 
treasurer. . 

Board of Directors, one year: Robert 
M. Coyle, Philadelphia; Wallace M. 
Reid, Pittsburgh; has. K. Yungman, 
Philadelphia; Jas. F. Tanner, Erie; 
W. W. Flanagan, Pittsburgh. Two 
years: J. W. Barr, Oil City; J. B. 
Longacre, Philadelphia; D. F. Colling- 
wood, Pittsburgh; F. S. Barr, Lan- 
caster; J. E. Parnell, Indiana; Jerre 
H. Barr, Reading; E. H. Bair, Greens- 
burg. Three years: J. F. Broadbent, 
Scranton; Jesse S. Bell, Williamsport; 
J. B. King, Allentown; O. C. Hurst, 
Pittsburgh; W. S. Essick, Harrisburg; 
N. S. Rievere, Pittsburgh; S. D. Clyde, 
Chester; Louis M. Wagner, Phila- 
delphia. 

There was considerable discussion 
of the National Insurance Council 
formed by eight insurance federations 
at a meeting in Chicago this week. 


MAKES NINE APPOINTMENTS 


The National Life, U. S. A., an 
nounces the appointment of the follow 
ing superintendents in its weekly life, 
health and accident department: M. L 
Tallant, Vicksburg, Miss.; J. S. Massie, 
Portsmouth, O.; H. D. Harris, Way 
cross, Ga.; John T. McDaniels, Rome, 
Ga.; Wm. P. Brown, York, Pa.; E. D 
Harris, Monroe, La.; H. C. Thompson, 
Louisville, Ky.; C. B. Stallings, Jack- 
son, Miss.; E. L. Moore, Houston, Tex. 
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F. & D. CO. NOW 25 YEARS OLD are residents of 





A PIONEER IN MANY RESPECTS 





Has Guaranteed 1,144,000 Individuals 
Holding Positions of Trust, 


Says President Warfield 





ceived the idea of the formation 


May 


now number 1,148, nine-tenths of whom 
Maryland and Balti- 


more City. 


No. 7 $501,000. 
: 7 , (Not included in this number are the 
1, 1890. President Warfield, wno con- officers and employes of The Fidelity 
tne and ‘Trust Company, the offspring of t 
promoted the organization of the Com- pidge] ty & Deposit Company. It has 


pany, has pointed out some facts about 56 officers and employes, to wnom 


the Company as follows: 


It began business ona subscribed 


capital of $200,000. 


paid annually $105,000.) 


It was the first company to write a throughout the United States and 


judicial bond in Maryland. 


It was the first company to write a 
bond for an official of the United States. 
It was the first company to write a jt was in business $22,694.81 in gross 
bond for a public official in Maryland; premiums, and last year, 1914, the total 
to write a bond for a contractor I 
Maryland; to write a bond for public 


officials of other States. 


It was the first company to 
bonds for United States Internal 


rev- 


foreign countries. 
Growth of the Company 


in gross premiums were $8,579,684.40. 


enue officers, distillers and warehouse- qijyidends. since 1895 $5,704,888. 


men, 


It has guaranteed the honesty 
fidelity of 1,144,000 individuals holding 
positions of trust under national, State |nternational Association Will Meet 
and municipal governments and with August 2427—Agents Meet at 
banks, railroads, mercantile establish- 
ments and fraternal organizations. 

It has become surety of 189,132 bonds The fifth annual convention of the 
guard- International Association of Casualty 
ians, trustees and other fiduciaries, and and Surety Underwriters will be held 
in court undertakings. It has guaran- at the Hotel Statler, Detroit, August 


for executors, administrators, 





and DETROIT CONVENTIONS 





Same Time 





teed the faithful performance of 126,- 24, 25, 26 and 27, 1915. 


415 contracts throughout the 


States and in foreign countries. 


bonding over 100,000 treasurers, 
lectors and handlers of public funds 
It has guaranteed that banks 


upon demand. 


Stockholders and Employes. 


United The program will be 
and every session of the convention 
It has guarded the people’s money by will furnish to each delegate attend 
col- ing a profitable nour or two 
international prominence will address 
and them upon topics of live interest 
trust companies in which have been de- The National Association of Casu 
posited annually over $500,000,000 of alty and Surety 
the people’s money would pay the same annual convention at the same place 
and time—Hotel Statler, Detroit, Mich 
igan—August 24, 25, 26 and 27, 1915 


The total number of its stockholders Arrangements for a joint meeting 


when it began business was 188. 


They the two associations are being made 
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RE-INSURANCE SOLICITED 


C. D. HILL, Vice-President and General Manager 
B. F. ALLEN, Jr., Secretary-Treasurer 


DR. BACON SAUNDERS, President 











During the first year of its existence 
there were but six officers and ?m- 
ployes, who received in salaries $5,156. 

Now there are employed in the home 
office 714 officers, superintendents, 
, - : , lawyers, stenographers, clerks, messen- 

The Fidelity & Deposit Company of gers, janitors, cleaners, elevator con- 
Baltimore is a quarter of a century old. qyctors, etc., who are 
Its first office was in a room at 
North Calvert street, Baltimore, 


paid annually 


This Company has over 10,060 man- 
agers, attorneys, agents and employes 


This Company wrote the first year 


Its assets on December 31, 1890, were 
$148,449.44. Total assets December 31, 
write 1914, were $11,782,496.02. 
It has returned to its stockholders in 


interesting 


Men of 


Agents will hold their 
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CASUALTY ACTUARIAL SOCIETY MEETING 


Talks by Carl Hansen of The Compensation Service Bureau, 
A. H. Mowbray and Others 








At the meeting of the Casualty Actu- 
arial and Statistical Society of America 
at the City Club, New York, last week, 
papers on the “Actuarial and Statistical 
Aspects of Schedule Rating and Expe- 
rience Rating of Workmen's Compensa- 
tion and Employers’ Liability Risks” 
held the attention of the Society. Carl 
Hansen of the Workmen’s Compensa- 
tion Service Bureau, using “Develop- 
ment, Application and Effect of Sched- 
ule Rating in Liability and Compen- 
sation Insurance,’ spoke in part as fol- 
lows: 

Talk 

a given classi- 
identically the 
recognized by 
insurance for 

a more refined 
measuring the 


Mr. Hansen’s 
within 
present 
has been 
liability 
need of 
for 


That all risks 
fication do not 
same hazards 
underwriters of 
years and the 
or detailed system 
hazards in th~* individual plants has 
been apparent. Special rating based 
solely on the individual experience of 
a risk was too susceptible of misuse to 
attain universal adoption and was in 
many respects contrary to the accepted 
practices of underwriting based on the 
law of average. It was a serious ques- 
tion also whether past financial results 
of risk especially in a manufacturing 


establishment subject to changes was 
dependable as an indication of proba- 
ble risks in the future. There was at 
least an honest difference of opinion 
among underwriters on that score, one 
school arguing solely for the retro- 
spective, or experience basis for rate 
determination; the other for the intro- 
spective basis, or an attempt to meas- 


ure the hazard of the plant under con- 
sideration by a detailed physical ex- 
amination, thereby establishing the 
probable or anticipatory financial result 
of risk before underwriting, gauged on 
an analysis of the presence or absence 








of known causes of accidents and on 
the presence or absence of other than 
pure or inherent hazards of the indus- 
try in the plant under consideration, 


and as is usual when extremes meet, a 
compromise was the final result. 
European Accident Statistics 


Next, we turned to European acci- 
dent statistics, primarily Germany and 
Austria. We obtained records of ap- 
proximately 125,000 accidents from 
these sources. They were studied in 
relation to the statistics submitted by 


the one liability company here and the 
similarity, both of causes of accidents 
and severity of accidents from identical 
a review 


causes, were striking. In fact, 
of the data from the two sources es- 
tablished this thesis as fundamental: 


That the effect on the human body of 
under 





an accident from a given cause 

similar conditions is the same whether 
it occurs in Europe or in the United 
States, a fact tich should dispel in 
the minds of some gentlemen the idea 
that European statistics applied to 
American conditions are necessarily 
dangerous. If properly used, these 
foreign records which are known to be 


authentic and_ scientifically compiled 
would undoubtedly prove of great value 
in the solution of our problems as to 
accident frequency by causes, were it 
not for our apparent hesitancy in avail- 
ing ourselves of them 

The next step 
ing the comparative 
established causes of 


that of determin 
importance of the 
accidents in order 


was 


to determine their relative rate value 
That was the hardest problem to solve 
with any degree of accuracy for the 
reason, again, that no statistics were 


available giving exposure to causes. It 
was comparatively easy, however, to 
establish the relative importance of 


each to the total from a frequency and 


severity standpoint and underwriting 
judgment combined with engineering 
knowledge and the facts before us 


were used in assigning respective val- 
ues. For instance, it was found from 


the recoras before us that the accident 
frequency from protruding set screws 
was comparatively low in relation to 
other causes, but that the accidents 
were unusually severe resulting most 
often either fatally, in total permanent 
disability, or partial permanent disa- 
bility. A rate value in comparison to 
these facts was assigned. A similar 
analysis was made of all the other 
causes taken into account and their 
comparative values established on the 
same basis. 
Construction of Schedule 

We now came to the actual construc- 
tion of the schedule and the basis upon 
which the rate values were to be ap- 
plied. 

There are three distinct methods 
through which schedule rating can be 
successfully used. 

First, we may construct a hypothet- 
ical perfect plant, establish standards 
for safety and sanitation in that plant 
and charge in the insurance rate a cer- 
tain fixed amount for any deviation 
from these prescribed standards, such 
amount to be either on a flat dollar and 
cent basis added to the rate or on a 
percentage of manual rate basis. 

Second, we may, on the other hand, 


establish a hypothetically very poor 
plant with no guards at all, use the 


same standards of safety promulgated 
for the hypothetical perfect plant and 
credit for each item of the standards 
complied with on the same basis as 
outlined above. 

Thirdly, we may take what we term 
an average plant, establish sub and 
super standards end charge or credit 
for each item respectively as to wheth- 
er it be below or above the average 
adopted. 

Successful Application 

Successful application of schedule 
rating is dependent upon two funda- 
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mental operations. First, a detailed 
analysis of the hazards in the risk un- 
der consideration by personal investi- 
gation. Second, a correct application 
by the underwriter and rater of the 
facts thereby brought out. The facts 
to be brought out on inspection, how- 
ever, must be determined on a common 
basis; that is, the hazards in the dif- 
ferent plants within the same classifi- 
cation must be measured by the same 
standard. As no uniform standards of 
safety were in existence, it became 
necessary before the schedule could be 
applied to establish such uniformity to 
enable the different inspectors, irre- 
spective of the human equation, to ar- 
rive at practically the same result in 
the same plant. Necessity, again, was 
the compelling factor and a series of 
standards, known as “Universal Safety 
Standards” were adopted covering all 
the accident causes considered under 
the schedule. 

In conclusion as to the effect of 
schedule rating objections are frequent 
that it has shown a tendency to reduce 
manual rates. The author will say to 
these objections that if it did not re- 
duce manual rates on the average, it 
would not be worth the time or money 


spent in its development. Reduction 
of average rates must be a natural 
sequence of all forms of schedule 


rating. 

Assuming a given classification with 
a basis rate on average experience on 
the entire classification say of 100, the 
hazards within the industry of that 
classification are analyzed and valued 
as to frequency and severity by causes. 
Upon inspection of all the risks, it is 
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found that 50 per cent. of them car. 
ried an increase in manual due to sub- 
standard conditions, the other 50 per 
cent. carried a decrease due to super- 
standard conditions; that is, in both in- 
stances conditions, varying from the 
average, produced as a whole the net 
gross premium which would have been 
obtained if manual rate was applied to 
the whole. _ 
Mr..Mowbray’s Address 

It is generally considered that sched- 
ule rating for compensation risks 
serves two purposes: 

1. It promotes greater equity in the 
assessment of insurance cost than is 
possible where all risks in the same 
classification must take the same rate. 

2. It promotes effective accident pre- 


vention work by offering rewards for 
better than average conditions and 
charging penalties for worse than aver- 


age conditions. 

Since it is the actuary’s function to 
adjust rates as equitably as possible in 
the light of experience and to continu- 
ally study and compile statistics to that 
end, the problem of schedule rating 
comes within the purview of his duties. 
But the burden is not upon his shoul- 


ders alone. It is shared by the safety 
engineer. 

In the work of fixing the values of 
the different items entering into a 


schedule the actuary can take but a 
very small part, for the statistical data 
with which he works are lacking. This, 
however, does not relieve the profes- 
sion of its share in the solution of 

problem. Not only must the individ- 





ual items be carefully determined, but 
the general relations between ther 
must conform to sound principles 


Leaving, for the present, the fixing of 
values for separate items to the engi- 


neers we can and should study these 
principles and endeavor to determine 
the relations which must subsist be- 
tween such values in order that rates 


may be as equitable as possible. 

An analytic study of principles and 
relations will serve the further pur 
pose of pointing out the statistical 
studies which should be undertaken for 
the purpose of correcting and improvy- 
ing the schedule both in the accuracy 
of values given individual items and in 
the relations between such values. 

Practical Schedule Rating 


If, as it appears from the above 
analysis, it is impossible to tes* the de- 
tails of a proposed schedule by com- 
piled statistics, it may be, indeed it 


has been, assumed that schedule rating 
should not be undertaken at all. With 
this view I cannot agree. Absolute 
equity in any human affair is unknown 


and probably unknowable. From this 
point of view it is quite likely that 
committees of engineers, testing each 


item for conformity to the above prin- 
ciples will from time to time construct 
schedules which will be entirely satis- 


factory so far as equity between indi 
vidual risks in the same class is con- 
cerned. Doubtless — such schedules 


will far surpass en actuarial schedule 
in promoting safety work. 

The difficulty with such a schedule 
is apt to be that the result of applying 
iz to a given body of risks will be a 
distortion of the average experience 


premium. So far as this distortion is 
due to changes in safety conditions 
since the time for which the experi- 


ence was compiled, this is as it should 
be. Further disturbance of the 
pure premiums is a defect in the sched- 
ule and may lead to serious inequity 
between classifications, or may even, 
if the result is an unexpected general 
and considerable reduction, result in 


basis 


the insolvency of some companies. 
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Some men have an abund- 

The Art ance of energy, but waste 

of it by reason of mental 

Thinking blindness, or working in 

advance of thinking, when, 
as an essential to results, the two should 
pull together in harmony. We have 
seen demonstrations of this proposi- 
tion of working without thought, and 
while it is perhaps less prevalent in Na- 
tional ranks than any other, the fact re- 
mains that its existence to any extent 
is a serious handicap. 

The man who works much and thinks 
little is commonly described as running 
in a rut, and is without a developed 
power of initiative. Such a man ex- 
pends a world of energy and gets no- 
where, for the reason that he is a one- 
sided proposition, and almost of ne- 
cessity runs around in a circle. The 
men without capacity to think are very 
few, but those with the capacity un- 
developed are a vast multitude. The 
possession of the power of initiative 
is but another form of expression of 
the art of thinking. Take the man who 
does something the way he did it be- 
fore, or the way some one else has 
done it when a better way lies right 
before his nose, and it simply presents 
a case of a lack of a developed power 
of initiative. God gave us physical 
powers and mental powers and intends 
that we should exercise both, and those 
of us who fail as to either the one or 
the other are sure to fall far short of 
the destiny that the Creator intended 
for us. It is almost a toss up for choice 
between the man who works without 
thinking and the man who thinks with- 
out working, and while general sym- 
pathy goes out to the former on the 
basis that the poor fellow is short in 
mind, the fact may be that he is men- 
tally lazy, which is no less a human 
attribute than is physical laziness. 

This is not an attempt to philoso- 
phize in a world without our own, for 
the necessity of thinking, or of initia- 
tive, is as acute applied to this busi- 
ness as can possibly be to any other 
beneath the sun, and this is more par- 
ticularly true of the National, since 
it leaves so much to the discretion of 
its men. The_ superintendent lets 
things, within the scope of his author- 
ity, run along in the same old way, when 
a far better way is discernible by a 
little mental exercise. The same is 
true with regard to assistant or agent. 
There is no use to consume space set- 
ting up definite illustrations for the 
reason that the man who is mentally 
awake will see them clearly and almost 
without number and the man not awake 
will see nothing. The point is to 
shake up your mind until it is fully 
aroused and in position to perform a 
real part in making you a sure enough 
man, 

Take note of what some logician has 
said for the world’s benefit: 

“Man be, .g made a reasonable, and 
so a thinking creature, there is nothing 
more worthy of his being, than the 
right direction and employment of his 
thoughts, since upon this depend both 
his usefulness to the public, and his 
Own present and future benefit in all 
respects.”—National Life and Accident 
Quarterly. 

* . = 
“How to Collect a Debit” 

How to is the title of an interest- 

Collect ing little essay by N. 

a Debit Green, a district manager 

of the General. He says: 
“It is essential that the agent familiar- 
ize himself with the general condition 
of the debit and with the section in 
which it is located, also with the policy- 
holders with whom he has to deal, and 
then use strictly business methods. 
Never indulge in personalities; be 
Pleasant but firm with the policy- 
holders, giving them to understand 
that in order to keep their policies in 





benefit they must live up to the con- 
tract. Impress upon them that the 
corporation is only too glad to live up 
to every promise in the policy, and 
that it is just as necessary ior the 
policyholders to fulfill their part as it 
is for the corporation. 

“In the matter of back calls, be oblig- 
ing to the policyholders. Do not 
threaten to cancel a policy, but explain 
to the assured how much better it 
would be to pay in advance and be on 
the safe side rather than te have the 
insurance in arrears and be out of 
benefit. Agents should keep policy- 
holders posted regarding the corpora- 
tion and its business, thus creating a 
friendly feeling in their minds .oward 
the corporation. 

“It is the duty of the agents to ex- 
plain to the people the risk they take 
of having their policies out of benefit, 
when sick or injured, by neglecting 
to pay premiums promptly. Many 
people think they have four weeks of 
a margin in which to pay their pre- 
miums the same as in life insurance, 
which is not the case, and every honest 
agent will enlighten policyholders on 
this subject. By posting policyholders 
in this way agents will have less 
arrears on the debit.” 


WAR RIDERS 





Discussed at Meeting of Board of Gov- 
ernors of Bureau of Accident 
Underwriters 





The Board of Governors of the Bu- 
reau of Accident Underwriters met at 
the office of the Aetna Life Insurance 
Company Monday to take action on 
the Missouri policy and to make 
recommendations on a war rider to be 
attached to accident policies. Walter 
C. Faxon, president of the Bureau, 
presided. 

The meeting voted to permit bureau 
companies to use any of their present 
policy forms in Missouri, limiting the 
principal sum to $1,000, for which a 
premium of $3 is paid, and permitting 
as much weekly indemnity. as_ they 
choose to write at a premium of $3.50 
a thousand. 

A meeting of bureau and non-bureau 
companies writing commercial acci- 
dent insurance will be called some 
time next week to take action on the 
recommendations made at the meeting. 

The meeting also voted to recom- 
mend to the companies the war rider 
adopted by the Hartford companies, 
which eliminates all war risks, this 
rider to be used on all new business, 
its use on old policies being left to the 
option of the companies. 


SURETY APPOINTMENTS 
S. W. Wilkinson to Supervise Eastern 
District of London & Lancashire 
Guarantee & Accident 





S. W. Wilkinson, former superintend 
ent of agents and assistant secretary 
of the New England Casualty, has been 
appointed superintendent of the fidelity 
and surety department of the Eastern 
district of the London & Lancashire 
Guarantee & Accident, effective May 
17. Mr. Wilkinson has been in the 
fidelity and surety business for eight 
years, starting with the Bankers Sure- 
ty in field work. While connected 
with the Bankers, Mr. Wilkinson saw 
service with the agency, claim and ex- 
ecutive departments, and when that 
Company re-insured in the Maryland 
Casualty, he went with the Maryland 
as superintendent of the fidelity and 
surety department for New York City, 
leaving this position to go with the 
New England at Boston. 

J. H. ‘Allan, who made good under 
the general agency of Minshall & Bell 
at Columbus, O., is now at the head 
of his own general agency. He rep- 





Georgia Casualty Company 
MACON, GEORGIA 
W. E. SMALL President 


A Strong Casualty Company Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 


AGENTS WANTED IN UNDEVELOPED TERRITORY 
Apply PETER EPES, Agency Manager, Home Office. 








GENERAL ACCIDENT 


FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
The Very Best Policies at Reasonable Prices, With Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 
Automobile, Elevator, Teams, Burglary, Workmen’s Compensation, Etc. 
©. NORIE-MILLER, United States Manager 


Metropolitan Department, 111 William Street, New York 
New England Department, 18 Post Office Square, Boston, Mass. 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(‘Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 
Chartered 1874 


RRS Ab crores POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
R. R. CORNELL, Vice-Pres, 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec. 


Reliable and Energetic Agents Wanted 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 
CHI CA GO Resident Manager 


munis 5S JOHN STREET 
F. W. LAWSON New York 


General Manager 
Liability, Accident, — on =“ —— 
Burglary, Boiler and * ‘ Resident Siananeee 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 











Union Casualty Insurance Co. 
Philadelphia, Pa. 


Assets Income surplus to Peliey Holders 


1909 ‘ $113,868 ” . $9,488 $111,259 
1910 239,463 . 43,293 169,463 
1911 : 341,399 . 166,679 241,037 
1912 - - 425,570 ° - 273,970 278,776 
1913 - . 584,023 ° 547,263 270,395 
1914 - - 769,776 7 - 627,232 - - 343,161 


AGENTS WANTED IN  Oii"Sitiinnlnce Kentucky Netaska sod Indaoe 


ihnois 











The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 

Insurance Company in the World 

GIABILITY, STEAM BOILER, ACCIDENT, 
HEALTH, FIDELITY 

AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manager 


— Employers’ Liability Buliding, 

TO BE INDEPENDENT ADJUSTER 33 Broad Street, Boston, Mass. 
E. B. Hopwood has resigned as ad- ACENTS WANTED 
jester of the Comnercial Unica, 6fect- —_—_—_—_—_—_—_—_—_—_—_—__—_—— 
ive June 1. Mr. Hopwood has special- continue as an independent automobile 
ized on automobile losses and will adjuster 


JACKSON & POTTER, Inc. 


1 Liberty Street NEW YORK CITY 
General Agents 
PREFERRED ACCIDENT 
ALL CASUALTY LINES 
“*Preferred Service’’ 











resents the Bankers Life of Iowa, 
makes his headquarters in Toledo, and 
succeeds L. M. Hubbard, who has gone 
to Oakland, Cal., to represent the 
Bankers Life in the coast country. 
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THE CHARTERED 1857 


Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
GO. C. MARKHAM, President 


INSURANCE IN FORCE, $1,365,299,749 
SATISFIED POLICYHOLDERS to the number of 11,613 (out of 43,541 
applicants) applied for $54,587,290 of additional insurance in The 
Northwestern during 
NORTHWESTERN POLICIES are easiest to sell and stay longest in force. 
Mortality 55.87%. Interest 4.97%. Expense 10.53%. 
AGENTS PROTECTED by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 
Before Selecting Your Company 
Write to 
H. F. NORRIS 
Superintendent of Agencies 
Milwaukee, Wisconsin 


PURELY MUTUAL 








‘Large Dividends ”’ 
Lew Cost 
Service Policy 


Income Insurance 
Corporation Insurance 
Partnership Insurance 























OPPORTUNITY: District Agency Open in Prosperous Section 
of Central West. 


BANKERS LIFE COMPANY 


Des Moines, Iowa 





A CORRESPONDENCE COURSE OF 
INSTRUCTION IN LIFE INSURANCE 














Among the many advantages enjoyed 
by representatives of The Equitable Life 
Assurance Society of the United States 
is a Correspondence Course of instruction 
dealing with the fundamentals of life 
underwriting and the practical side of 
field work. 


While the Regular Course of 27 Lessons 
and Official Answers are _ reserved 
exclusively for Equitable representatives, 
the Preliminary Course consisting of 3 
Lessons will be sent to anyone on request. 

Address: 


Correspondence Course Bureau 


The Equitable Life Assurance Society 


OF THE UNITED STATES - . 
P. O. Box 555 
New York City 


























Solicitors are like gizzards, no good without grit. 


ment and connect with some young company where you can find a future worth considering ? 


How many times have you promised yourself to cut loose from your present environ- 


When you climb to the top of the rut 


you have always traveled in, and look out into the wide world, you lack grit to make the first step, don’t you? Ambition is the main- 


spring of success, but a mainspring has no force unless you wind it up. 


Grit is the key with which you can do the winding. Jf you 


have ambition enough to desire a better position, and grit enough to go after it, you can spend the winter months in a country where 


the sun shines every day.; where the roses bloom perpetually ; 


where frosts are few and a freeze almost unknown. 


You can secure a 


good position in a state where only eleven companies wrote as much as a million each last year; where a competitor does not lurk 


behind every bush, and the first wail of a new born infant is not “hard times.” 


If you have the grit to make a change and a reasonable 


amount of ability you can obtain a connection with the Louisiana State Life Insurance Company, of Shreveport, Louisiana, that will 


mean the realization of all your dreams. 
individuality at its full value. 


The president of this Company is W. T. CRawrorp ; 


That will mean promotion as rapidly as you are entitled to it and the capitalization of your 


Vice-President and General Manager, THomas P. 


Luoyp, M. D.; Superintendent of Agencies, W. M. Lixpsey, all of Shreveport, La. 











Security Mutual Life Insurance Company 


Binghamton, N. Y. 


Offers to men able to produce business first class territory, 
with direct contract providing liberal compensation. 


For particulars, address 


C. H. JACKSON, Supt. of Agencies 


Pensions for Individuals 


Pensions for Superannuated Em- 
ployees of Business Institutions 


Pensions Instead of Legacies Under 
Wills and Trust Agreements 


We can use a few high grade salesmen in this fruit- 
ful, rapidly growing field 


The Pension 
Mutual Life Insurance Company 
PITTSBURGH, PA. 

















The Fidelity and Casualty Company ol New York 


Annual Statement, December 31, 1914 

isiecedekdse ences ceed $11,858,729.53 

NR ok ours camuties uemmeammanaee ae 8,319,608.72 

IIS os es anne sipcratesectnnas 1,000,000.00 

Surplus over all Liabilities ... .. 2,539,120.81 

Losses paid to December 31, 1914 48,580,800.32 

THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 

Fidelity Bonds; Surety Bonds; Accident, Health and Disability Insurance; Burglary, Larceny, 
and Theft Insurance; Plate Glass Insurance; Liability Insurance—Employers, Public, Teams 
(Personal Injury and Property Damage), Automobile (Personal Injury, Property Damage and 
Collision), Physicians, Druggists, Owners and lords, Elevator, Workmen’s Compensation— 
Steam-Boiler Insurance; Fly-Wheel Insurance. 








The Frankfort General Insurance Co. 


of Frankfort-On-The-Main, Germany 
——ESTABLISHED 1865—— 
United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: Union Trust Company, 80 Broadway, New York City 

Cc. H. FRANKLIN, U. S. Mgr. and Attorney JNO. M. SMITH, Sec. U. S. Branch 
LIABILITY— INSURANCES TRANSACTED 

Employers 
Public 


Teams 


Vessel Owners Burglary 

Contingent orkmen’s Collective 
Workmen's Landlords Druggists & Individual Accident & Health 
Compensation Elevator Physicians Industrial Accident & Health 


AGENTS WANTED FOR UNOCCUPIED TERRITORY 


General 

















